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Auto Insurance Survives Gloomy 


Predictions; ‘43 Outlook Good 


When THE NATIONAL UNDERWRITER 
was rounding up the outlook for auto- 
mobile insurance in preparing its 1942 
annual automobile insurance edition, the 
consensus was that, except for the col- 
lapse of finance business, the prospect 
was that 1942 would pretty nearly hold 
its own in volume and that for the indi- 
vidual agent there was an exceptionally 
favorable indicaticn in that millions of 
motorists whose fire, theft, comprehen- 
sive and collision coverage had been 
placed under finance company programs, 
would during 1942 be patronizing the in- 
dividual insurance man. But, very few 
tried to apprehend what 1943 would 
bring in the automobile field. Most ob- 
servers merely looked to 1943 as a prob- 
able abyss and shuddered. Tue 
NATIONAL UNDERWRITER Management 
even wondered whether there would be 


enough interest in the automobile busi- 
ness in 1943 to justify getting out its 
annual number. 


But, here it is, 1943. It never occurred 
to us not to get out the automobile 
edition this year. The bottom has by no 
means dropped out of the automobile 
business and James S. Kemper the other 
day predicted that the volume in 1943 
would exceed that of 1942. Automobiles 
are still being operated and even with 
reduced mileage, reduced speed, reduced 
congestion, the fact remains that by far 
the most hazardous operation in which 
the ordinary person engages is driving 
and riding in an automobile. The rates 
have been adjusted to reflect the de- 
creased hazard. Motorists are aware of 
the perils of driving and hundreds of 
thousands of car owners that in the past 
were hard pressed financially and felt 
that they were judgment proof now 
have the wherewithal to pay premiums 
and they possess war bonds and savings 
accounts to protect. 


New Responsibility Laws 


In Indiana, Michigan and Oregon 
financial responsibility laws were enacted 
similar to the New York-New Hamp- 
shire type of law and in those states the 
agents have a great opportunity and 
indeed an obligation to sell the third 
party automobile lines to tens of thou 
sands of motorists who have not been 
insured in the past. As an indication of 
the possibilities of such a law, the auto 
liability premiums in New York in 1942 
were about 20% greater than they were 
in 1941 and nearly 50% greater than in 
1940, which was the last year when the 





Af 1, 


























“$375.87!!! 


field. An agent who takes a defeatist 
attitude these days wili not only lose 
opportunities for getting new business 
but he will find his old customers stray- 
ing away from him and he will have 
lost contact with a large proportion of 
his clientele when the war is over and 
the great rush is expected to start for 
new automobiles. 

An indication that some agents are in 
a defeatist grip is the fact that many 
policyholders that have been carrying 
collision insurance are renewing without 
such coverage. The aggressive agent is 
not only urging policyholders to con- 
tinue to purchase collision insurance but 
is soliciting those who have not carried 
it in the past to do so now. It is true 





The last time it cost me $178.” 


business in the so-called 80-20 collision 
form. It has a particularly timely appeal. 
Assured who may have been purchasing 
$50 deductible coverage may feel that 
under present day driving conditions the 
danger of being involved in a wreck that 
would cost several hundred dollars is a 
good deal less than it was and they will 
be willing to take a chance. However, 
they would certainly be interested in a 
form of insurance that paid them 80% 
of every loss from the ground up if such 
insurance would cost them very little 
if any more than they had been paying 
for $50 deductible. It would certainly 
require no salesmanship to convert a 
motorist who has been buying $25 de- 
ductible to the 80-20 form. 


tion whose premiums dropped from 
$277,010,601 to approximately $144,- 
27,000 and that was due to evaporation 
of finance business. The premiums last 
year were less than those in 1940 of 
$716 million, but exceeded the 1939 rec- 
ord of $645 million. 


Others Came Out Even 


The other classifications of companies 
came out very close to even. The stock 
casualty premiums were down only a 
trifle from about $293,200,000 to $292,- 
500,000. The stock full cover group to 
which was added this year West Ameri- 
can, formerly carried in the stock fire 
classification, suffered a decline in pre- 
miums of from $56,000,000 to about $51,- 
500,000. The mutual record for the two 
years in premium volume was almost 
identical, their premiums for 1942 being 
in the neighborhood of $160,909,000 as 
compared with $162,477,970 in 1941, The 
reciprocals and Lloyds held their own 


very closely. The Lloyds total was $2, 
$15,744 in 1942 and $2,843,759 in 1941. 
The reciprocals dropped from $41,612,- 


541 in 1941 to $41,080,706 last year. 


The over-all loss ratio last year was 
almost precisely 50% as compared with 
16.4 in 1941. The increase was due en- 


tirely to the stock fire group, which with 
the great decline in premiums had an 
adverse record in comparing losses paid 
and premiums written. 

A significant indication that the slight 
decline that was suffered in the automo- 
bile casualty field last year was due 
principally to the rate reduction and that 
if it had not been for such a reduction 
there would have been an actual in- 
crease in premiums is the fact that the 
automobile property damage premiums 
in 1942 actually showed an increase as 
compared with the previous year. The 
property damage premiums of all types 
of insurers amounted to about $114,- 
050,000 in 1942, as compared with $108,- 
183,000 in 1941. That is an increase of 
about 5% and since there was no de- 
crease in auto P.D. rates when the gas- 
oline rationing rate reduction program 
was put in effect for B.I. it is reasonable 
to assume that there was actually an in- 
crease of about 5% in number of cars 
insured last year for the third party cov- 
erages. 

A number of companies say that so 
far this year they are getting an increase 
in property damage premiums over a 
year ago although their auto B.I. pre- 


miums are down. That would indicate 
that on an item basis the record so far 
this year is somewhat better than hold- 
ing its own compared with last year. 


The automobile results for 1942 were 
just about what were predicted early in 
the year. The grand total of automobile 
premiums of insurers of all types in 1942 


that the hazard is less but the rates have 
been brought down accordingly and the 
agent who will make the effort to per- 
suade his customers to keep protected 


new law had no effect on sales. In prac- 
tically all other states the volume of 
’ auto liability business in 1942 was just 
about the same or a trifle less than in 


1941. will be surprised at the favorable results amounted to about $693,228,000. That The B.I, premiums of all types of in- 

It is important from a long range he will get. was a decline of about $139,953,000 from surers last year amounted to about 

i standpoint for agents to retain their in- Agents in the western territory have the all-time high total of $833,181,226 in $346,643,000 as compared with $351,- 

: terest in automobile insurance and to been given an unusual opportunity to 1941. The decline was almost entirely 312,000, the decline being $4,665,000 or 
pursue a positive sales program in the retain and even increase their collision accounted for in the stock fire classifica- about 1.3%. 
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Auto Business Withstands War Shock 


NEED STILL EXISTS—GRAPHIC COST COMPARISON GIVEN 


By CHARLES O. GOODWIN 


Automobile Superintendent, 
Great American, Chicago 


Was automobile insurance an unwill- 


ing stowaway at Pearl Harbor? The 
answer apparently depends upon the 
source of the premium income. Direct 


premiums seemingly have suf- 
fered only minor 
casualties, but 
finance business, in 
the way some of it 
was written, ap- 
pears to have been 
torpedoed amid- 
ships, and bombed 
from above. 

Enough of the 
1942 experience 
figures are now 
available to justify 
some conclusions, 
even if not sup- 
ported by immedi- 
ate statistical break- 
downs. The underwriting and statistical 
ends of the insurance business appear at 
times to have graduated from different, 
or unrelated, schools of thought. 

The bumble bee illustrates quite 
clearly the difference between the sta- 
tistical and underwriting schools of 
thought. According to aeronautic dy- 
namics, the bumble bee cannot fly. His 
wings are too small and his body too 
big. But the poor bumble bee, lacking 
a technical education, does not know he 
cannot fly, so he just goes ahead and 
flies anyway. 


agency 
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Intensely Speculative 


The year 1942 was intensely specu- 
lative in an attempt to forecast the effect 
of the war upon the use of our automo- 
biles and the insurance written thereon. 
What about gas and tire rationing— 
would they take millions of automobiles 
off the highways, or has the automobile 
become more of a basic necessity, and 
less of a luxury, in our way of life? It 
is now admitted, even by those directly 
in charge of conservation of our automo- 
biles, that reducing the number of auto- 
mobiles, to less than 20,000,000 passen- 
ger cars will disrupt seriously our 
necessary mode of living and thus hamp- 
er our war efforts. 


Less Than Half Insured 


What will be the effect, therefore, of 
these 20,000,000 passenger cars on the 
automobile premium income? Divide 
the number of automobiles licensed in 
any state into the total automobile pre- 
miums written in that state and one will 
find the rather surprising result that ap- 
parently less than one-half of the auto- 
mobiles licensed are actually insured. 
Reducing this to a simple insurance 
equation means that for every car laid 
up, or customer lost, there is another 
available prospect for automobile insur- 
ance, 

Several conclusions are possible in 
this analysis—either one-half of all au- 
tomobile owners are not insurance 
minded, or they feel they cannot afford 
automobile insurance, or they have not 
been shown that they cannot afford to 
go without automobile insurance. Ap- 
parently the last conclusion is the real 
one, and it appears that we, as insurance 
producers, have struck out with the 
bases loaded, or at least with the tying 
run on base. 


Lulled by Restrictions 


On the other hand, there is good evi- 
dence that gas rationing, and the re- 
quested maximum speed limit of 35 
miles an hour, combined with a reduced 
number of automobiles on the _ high- 
ways, have lulled many an automobile 
owner into a false belief that serious au- 
tomobile accidents are rapidly decreas- 


ing. And with this belief has come the 
thought, or perhaps hope, that automo- 
bile insurance is no longer needed. 

It is true the trend of automobile acci- 
dents is downward, but deaths from au- 
tomobile accidents in 1942 still ran into 
thousands, and the number of people in- 
jured in automobile accidents last year 
still exceeded by several times the total 
number of American soldiers wounded 
in the first world war. Every automo- 
bile underwriter has on his desk ample 
evidence that automobile accidents have 
not been reduced to the point where an 
automobile owner can afford to be with- 
out insurance protection. Newspapers 
record daily in any fair sized city the 
continued all too high number of auto- 


mobile accidents, with their toll of 
deaths and injuries. 
One Gallon a Week Loss 

Let us look at several automobile 


losses which could have occurred on a 
gas rationing of one gallon a week. A 
new automobile was delivered to our 
first individual at noon. He drove it out 
of the dealer’s sales room and to an in- 
tersection a half block away. He did 
not see the STOP sign, haif hidden by a 
parked car, and the resultant intersec- 


tion collision damaged his new car 
over $400. 
The wife of a business man tele- 


phoned his office to ask him to stop on 
bis way home and pick up a package. 
He did so, leaving his car at the curb, 
with the door open and the key in the 
lock. A man was seen to step into the 
car and drive it rapidly away. The car 
was never recovered. 


Burns Up in Garage 


Another automobile owner said he put 
his car in his garage around 11 p. m., 
and about five o’clock the next morning 
a neighbor awakened him and told him 
his garage was on fire. Both the car 
and the garage were totally destroyed. 

It is a rather common remark that au- 
tomobile insurance rates are too high, so 


let us take the intersection collision loss 
of our first individual. The amount of 
his $400 partial collision loss would have 
paid the annual collision premium on his 
car for 15 years—or the normal lifetime 
of from three to five automobiles. The 
interest charged on a loan of $400, the 
amount of the collision loss, would more 
than pay the annual collision premium, 
to say nothing of paying back the 
amount of the loan itself. 


Convincing Cost Figures 


Comparing the cost of automobile in- 
surance with the years we live, shows a 
striking picture. If a young man, upon 
coming 21 years of age, was presented 
with a new automobile costing $1,000 
and he should sustain a collision loss of 
$667, or two-thirds the cost of his car, 
which is the maximum finance loan un- 
der existing regulations, the amount of 
his damage without collision insurance 
would pay the collision premiums on his 
car for at least 30 years, or until he 
was 51 years old. By that time no doubt 
he would be a grandfather and what an 
automobile insurance story he could tell 
his grandchildren. 


30 to 1 Good Odds 


30 to 1 are considered high odds in 
any man’s horse race, and they are also 
good odds even when it comes to auto- 
mobile collision insurance, because in- 
surance “pays off’ frequently, whereas 
many a horse only “also ran.” 

A good radio, heater, clock and ciga- 
rette lighter are classed as luxury equip- 
ment in an automobile, and yet the cost 
of these luxuries will pay the premiums 
on comprehensive and collision insur- 
ance on the average automobile for a 
longer period than the normal lifetime 
of the automobile insured. 

In the casualty coverages the cost 
comparison continues just as surprising. 
In no other business, except automobile 
insurance business, can one purchase for 
a sum not exceeding the cost of a spare 
wheel and tire, the services of an attor- 
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“Under gas rationing, the odds may have been lower that you wouldn’t have an r . a 
accident—but that’s no defense in this or any other court! The fact is—you did have 2nce agencies—lie a large number of 


an accident—SO PAY UP! 


ney who will give him legal advice, or 
defend him in court if need be, and win 
or lose, the attorney pays all costs. And 
if the automobile owner’s pocket book 
has been punctured the spare wheel and 
tire have enough service in them to pay 
the full amount, or principle, of a prom- 
issory note up to $5,000, including all in- 
terest and nothing to pay back. 


Good If Needed 


And on the back of this promissory 

note is a guaranteed endorsement read- 
ing in fact, “This note is good up to 
$10,000, if needed.” Both of these 
amounts can be doubled, and even in- 
creased more than double, for a sum 
less than the cost of one tank full of 
gas. What a difference between the 
promissory note in an automobile insur- 
ance policy, in which the company 
agrees “to pay” on behalf of the insured, 
and the usual type of promissory note 
reading, “On Demand, I promise to 
yay!” 
These are some of the answers to the 
questions about the high cost of auto- 
mobile insurance—questions which can 
be answered intelligently because auto- 
mobile insurance costs are comparable 
to most other automobile expenses. Re- 
duction in collision and bodily injury 
premiums based on gas rationing are 
other answers and show an alert will- 
ingness of insurance to meet changing 
conditions as they arise. 


Commercial Car Problem 


The foregoing comments refer mostly 
to private passenger automobile insur- 
ance problems. It is the commercial car 
insurance problem which is more seri- 
ous than any other class under existing 


conditions. The inability to chart 
accurately commercial car  chang- 
ing hazards of exposure, of strange 
roads and unmarked curves and 


hills, of good weather changing to 
bad in an hour, of traffic and crazy driv- 
ers, plus types of automobile construc- 
tion, unknown load stress, as well as 
many other factors—all of these com- 
bine to give the statistician some 
strange figures which sometimes look 
like doodling, and make the underwriter 
wonder if the squirrel in his whirling 
wheel may not have found the only real 
security from the cradle to the grave. 


Visualizes Truck Risk 


I have often pondered on the possible 
effect upon a fire insurance underwriter, 
without any intimate knowledge of au- 
tomobile truck insurance, should he 
wake up some morning in a Walt Dis- 
ney world in which his fixed buildings 
and other property had grown legs dur- 
ing the night and gone for a walk into 
the country. Could he visualize with 
peace of mind his 10 story, fireproof 
building, situated at the corner of Main 
and First streets, ambling down some 
country lane, or sitting beside some 
babbling brook, instead of remaining in 
a safe and fixed spot next door to the 
fire station? Yet that is exactly what 
many a truck risk does, and rating it is 
supposed to be merely turning to the 
right page in the book and applying a 
certain group premium. 


Complications Arise 


The individual truck risk often ap- 
pears as an easy underwriting problem, 
but one or two trucks frequently offer 
more complications than a whole fleet, 
and often produce a much higher loss 
ratio. Between the spark plug fleet of 
five old trucks, producing scarcely 
enough premium to buy a set of new 
spark plugs for one car, up to the larger 
fleet operators—many of whom pay 
more insurance premiums on a single 
fleet than the total premium income of 
many commonly accepted good insur- 


(CONTINUED ON PAGE 32) 
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DESPITE ADVERSITIES IN AUTO FIELD 


Agency Leaders Take Pract 


THe NATIONAL UNDERWRITER has beenother advertising will help, but again 


interested in getting the viewpoints of 
a number of agents throughout the 
country as to the automobile situation 
and to secure if possible any recommen- 
dations or suggestions that they make. 
Agents naturally are confronted with a 
declining market due to gasoline ration- 
ing, the tire situation and the impossi- 
bility of getting new cars. 

Alex H. Case of Case & Son of Mar- 
ion, Kan., finds that the agency volume 
is down both as to property and liability 
compared with a year ago. There are 
a number of contributing factors to the 





ALEX H. CASE 


decline so it is difficult to tell which or 
what combination is the most to blame. 
He does believe, however, that if an 
agency had the will, the time, the man- 
power and the gasoline it could develop 
a substantial volume of new liability 
business. However, most agencies have 
lost in manpower to the point where all 
the time is utilized in serving renewal 
business and what new business comes 
across the board. 


Effect of Reduced Rates 


Mr. Case said that the new speed reg- 
ulations have awakened the companies 
as to what can be done in the way of 
minimum rates and premiums. The ex- 
perience generally now is about what 
agents in the farm field realized was true 
generally in that section all along. Be- 
fore the new rates were adopted the 
farm agents found very severe compe- 
tition developing from the farm bureau 
specialty companies that were writing 
the business at rates considerably lower 
than the stock offices. Since stock com- 
panies have reduced their rates drastic- 
ally the differential is much less and Mr. 
Case says his agency has been successful 
in securing several risks formerly car- 
ried in the farm specialty companies. 
He does say, however, that these com- 
panies did do a good job of selling the 
coverage and in the absence of active 
solicitation on the part of local agents 
they will continue to write the large 
volumes they have developed. As Mr. 
Case puts it, “It is just the old story of 
too late which has in so many instances 
characterized the efforts of the standard 
companies to recognize changed condi- 
tions.” 


Effect of Gasoline Rationing 


Mr. Case further says: 

“Gasoline rationing is going to play 
a large part in preventing the rural 
agent to make the contacts he should 
make at this time when money is plenti- 
ful in most farm communities and sales 
resistance weak. More direct mail and 


the shortage of office help will prevent 
the adoption of an extensive advertising 
plan. 

“I believe that the past year has seen 

a large part of the depreciation in auto- 
mobile premiums take place and that 
this year, in spite of decreased rates 
that the volume of automobile premiums 
should be fairly well maintained by the 
average rural agent.” 





W. J. WELSH 





The redoubtable W. J. Welsh of 
Mann, Barnum, Kerdolff & Welsh of 
Kansas City, Mo., always has something 
worth while to say and in connection 
with automobile insurance he makes the 
following comment: 

“Faced with the terrific loss of auto- 
mobile premium volume by reason of 
several substantial rate reductions, we 
started several months ago on a pro- 
gram of automatically adding medical 
reimbursement and bail bond expense 
coverages to our liability policies. At the 
same time we increased our public lia- 
bility limits to $25,000/$50,000 on any 
risk where the expiring policy carried 
a lower limit. In every case these im- 
provements in protection were delivered 
to the assured at a lower total cost than 
that under the expiring policy. We made 
the delivery with the casual remark to 
the assured that he was indeed fortunate 
that automobile public liability and prop- 
erty damage rates had reduced to such 
an extent that we were able to give 
him, for less premium than he had paid 
last year, a type of broader protection 
that he had always needed. 


Value of Existing Coverage 


“In the case of comprehensive and col- 
lision we have largely been able to keep 
our policies in force even though the 
car is little used or laid up entirely. In 
the latter event it is difficult to keep the 
collision in force except upon our recita- 
tion of decreased cost and the value of 
existing coverage in the event the car 
is taken out and used. 

“Perhaps the most important and in- 
teresting procedure we have followed on 
automobile comprehensive is to leave 
the amounts of insurance (we use stated 
amount policies almost exclusively) at 
the same figure as the expiring policy 
and in some instances actually increas- 
ing the insurance values. This is on the 
theory that the appreciation of these 
values have at least offset all normal 
depreciation. 

“There is auto- 


little doubt that an 
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CLIFF C., 


JONES 


mobile boom will quickly follow the end 
of hostilities. It means that we agents 
will probably stay very close to our au- 
tomobile policyholders. That fellow is 
going to own one or more new Cars just 
as quickly as he can get them and he is 
going to hit the highways and take 
much needed vacations in his new car. 

“Concurrently will be the birth of the 
new private passenger airplane and this 
latter insurance field will be new and 
tremendous.” 





CLIFF C. JONES 





Cliff C. Jones of R. B. Jones & Sons 
of Kansas City states that the automo- 
pile volume in his agency is only off a 
fraction under 8%. This, he said, has 
come about due to the fact that assured 
are now placed in the “A” classification 
because most of them drive their cars 
one-third or one-half what they did pre- 
viously. e also finds that there is 
quite a market among people who did 
not formerly carry automobile insur- 
ance. The agency’s producers are sell- 
ing them. In other words, this particu- 
lar class is now making plenty of money 
and they are all potential buyers. He 
states that the number of cars laid up in 
storage in the Kansas City territory due 
to gas rationing is small. 

The accident frequency has declined 
somewhat although Mr. Jones believes 
there are as many cars on the street to- 
day as there were this time last year. 
However, speeders lose their rationing 
cards and owners seem to realize that if 
their car is only slightly damaged it 
may take weeks to make the repairs, so 
altogether his observation is that drivers 
are more careful. The agency is en- 
deavoring to make up its loss in pre- 
miums due to these conditions by sell- 
ing higher liability limits and that plan 
seems to be working out admirably. 
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Richmond, Va., of 
Ragland, 
Association 


Stuart Ragland, 
Tabb, Brockenbrough & 
prominent in the National 
of Insurance Agents, says: 
“As the editor of THe NATIONAL 
UNDERWRITER has so aptly said, war has 
dislocated the automobile business. 
Those of us who have considerable 
automobile business, particularly with 
dealers, were greatly concerned but 
those dealers who had some imagina- 
tion, ingenuity, initiative, and energy to 
back it up have fared pretty 


well. 


ical View 


Strange though it may seem, I have 
put more new automobile business, 
particularly dealers’ business, on my 


books in 1942 than in any recent year. 
Then I wrote quite a bit of other 
kinds of automobile business. 

“I just don’t know what is going to 
happen in 1943, and I am not going to 
attempt to prophesy. I would suggest 
that all insurance agents do as the cap- 
tain of a ship would do. If he sees a 
storm coming, he trims his ship to 
meet the storm, he is alert and able to 


ride it out, and he takes advantage of 
any breaks that may come. He can 
also use his imagination. 


Getting New Customers 


“Quite a few of us have written in- 
surance on people who have bought it 
for the first time. Many of them have 
been workers in industrial plants; many 
have heretofore bought the cheap 
kind of insurance and now, just like 
the American public will always do, are 
seeking quality. 


“A circular letter passed over my 
desk the other day describing a 
limited form of coverage. Hell's bells! 
don’t waste your time trying to sell 
that kind of stuff. It has always been 
my theory that if I had time to solicit 
insurance, I would go out and solicit 


something worthwhile that would give 
a man full protection. I have seen 
more trouble and misunderstanding due 
to the selling of limited protection than 
anything else during my whole experi- 
ence in the insurance business. I'll bet 
that kind of policy has carried more 
complainants to insurance departments 
than any other kind. In my judgment 
it is ridiculous to suggest limited cov- 
erage. 
“Claims are 
down by juries are 


verdicts handed 
money is 


higher, 
higher, 


freer, Men who were getting $25 a 
week are now making $100 a week. 
Yes sir, the agent that has the oppor- 
tunity should solicit automobile insur- 
ance, should suggest higher limits, and 
while he is seeing about this business 
write other personal insurance for the 


should solicit other peo- 


prospect. He } 
tact 


ple, bringing their attention to the 
that they should have higher limits. 
“Looking at it from a nation-wide 


standpoint, I would say that only 334%4%% 
percent of automobile owners are in- 
sured. This is an opportunity to se- 


cure more business, especially on the 
B, C, and T ration card holders. Also 
give the -A-card man an opportunity to 
buy it. That is another mistake we 
(CONTINUED ON PAGE 30) 
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WITH EMPHASIS ON KEEPING CARS IN OPERATION 


War Intensifies Need for Auto Cover 


By A. W. TOMPKINS 


Agency Vice-president State Farm 
Mutual Automobile 


We envisioned with alarm, following 
Peari Harbor, the possibility of a 
large proportion of the automobiles go- 
ing into “dead storage,” but our peo- 


ple are awakening to the realization 
that this would 
cause a_ break- 


down in the trans- 
portation system 
and thus adversely 
affect the war ef- 
fort. To assure the 
operation of at 
least 20,000,000 au- 
tomobiles we have 
accepted the _ ra- 
tioning of automo- 
bile tires, gasoline 
and repair parts. 
We have largely 
eliminated “pleas- 
ure driving.” We 
are driving under 35 miles per hour. 
Only a comparatively small percentage 
of automobiles have been placed in “dead 
storage.” The automobile is an inte- 
gral part of our transportation system. 
Joseph B. Eastman, director of the Of- 
fice of Defense Transportation, on Feb. 
25, particularly emphasized this fact 
when he told a group of traffic experts 
in New York that proper use of the 
privately owned automobile offers the 
only solution to the serious employe 
transportation problem. 

According to an “Associated Press” 
dispatch: “There is a tendency on the 
part of quite a number of car owners,” 
said Mr, Eastman, “to feel that the 
patriotic thing for them to do is to lay 
their cars up or use them as little as 
possible and ride the buses or street 
cars going to and from work... . It is 
important that car owners should un- 
derstand that the public transportation 
system has a terrific load to carry and 
they need all the help that the private 
automobiles can give them.” 


A. W. Tompkins 


Accidents Still Occur | 


[t is an axiom with automobile insur- 
ance men that as long as automobiles 
are operated, losses and accidents will 
occur. 

During 1942, the State Farm Mutual 
Automobile handled 281,579 claims— 
one claim per each three policyholders. 
To state the matter another way, at the 
present time the average policyholder 
in this company, even though he is 
driving less miles per hour and fewer 
miles per year, is reporting a claim 
every three years. 

The reduction in speed assures few 
catastrophe losses and fewer claims in- 
volving personal injuries, but pedes- 
trian losses constitute a higher per- 
centage of the personal injury claims. 
The mere fact that we drive more 
slowly and less miles is no guarantee 
that accidents will not occur. How 
many miles do you have to drive to 
have an accident? If every motorist 
having one accident during the past 
year had driven one mile less he would 
have had no accident, but that particu- 
lar mile would have had to be the last 
mile immediately preceding his loss. 
Even though you reduce your driving 
50%, you have no guarantee of being 
free of accidents. But if you eliminate 
only that last mile before the accident, 
will be safe. Automobile 


you insur- 
ance companies have thousands of 
losses where a matter of only 20 feet 
would have saved lives, injuries and 
millions of dollars. 

The war has not eliminated, but 
rather it has intensified, the need for 
automobile insurance protection. As 





long as losses are occasioned, good 
business principles demand adequate 
protection against such losses. 

Many millions of our people have 
more to protect today than at any time 
in the past. Millions of men and wo- 
men have larger incomes than ever be- 
fore. Unemployment is at a low ebb. 
These automobile owners want what 
automobile insurance will do for them. 

During the depression years in the 
thirties, a great many motorists who 
were financially embarrassed, unem- 
ployed, or working part-time consid- 
ered themselves as being “judgment 
proof,” but today this is no longer the 
situation—they have incomes, they are 
employed, and they need automobile in- 
surance to adequately protect their in- 
terests and the welfare of themselves 
and their families. 

War definitely intensifies the need 
for full coverage automobile protection. 
Last year in the State Farm Mutual of 
the total losses paid, 44% were collision 
losses and 29% comprehensive. 


Freezing of New Cars 


The freezing of new automobiles has 
necessitated repairing those now 
owned. Prior to the war, a wrecked 
automobile, in the case of an accident, 
was used as a down-payment on a new 
one. This opportunity has disappeared. 
It is now imperative to have the neces- 
sary funds with which to make repairs. 

Repair costs are higher today. Doc- 
tor and hospital bills are higher. Judg- 
ments are higher. Back in 1932, when 
incomes were low, juries just naturally 
rendered judgments in moderate terms. 
But today when you have 12 prosper- 
ous workmen or farmers in the jury 
box deciding an automobile case, they 
think of damages and judgments in 
more liberal amounts. 

Collision insurance is especially im- 
portant today, it not only saves the as- 
sured financial loss, but it gives him 
a priority on repair parts. Repair parts 


Medical Payments Coverage 


are scarce and difficult to obtain. The 
average automobile dealer, without the 
income normally received from new au- 
tomobile sales, must operate more effi- 
ciently and cannot carry the charge ac- 
counts as formerly. Visualize, for in- 
stance, two automobiles of the same 
make both wrecked with identical needs 
for new parts and identical costs. One 
man is in a position to pay the repair 
bill when the work is done because he 
has collision insurance. The other man 
has no collision insurance and wants 
the dealer to charge the job to him 
until it is convenient for him to pay. 
The dealer has only one of the neces- 


sary parts in stock. Which car will 
the dealer repair? The answer is ob- 
vious. 


Need for Comprehensive Coverage 


Reduced driving as a result of gaso- 
line and tire rationing, does not modify 
the need for comprehensive coverage. 
In fact, claim men are somewhat con- 
cerned about the possibility of an in- 
crease in the number of fire losses. The 
fire hazard increases as electrical in- 
sulation depreciates. Scarcity of parts 
may increase losses as a result of pil- 
ferage. 

The purpose of gasoline and tire ra- 
tioning is not to keep automobiles off 
the highways, but rather to keep them 
operating and thus avoid a break-down 
in our transportation system. Reduced 
driving conserves valuable metals, frees 


skilled labor and reduces highway 
maintenance. No one can object at 


this time to conserving automobiles— 
the device of group riding is a worthy 
project. 


Need Coverage in Ride Sharing 


Workers are readily cooperating 
with the government “share the ride” 
program, and their interests require 
that they own bodily injury and prop- 
erty damage insurance with medical 
payment coverage for the protection of 





Takes 


Care of Bills Like These 


A medical payments endorsement added to your automobile liability policy pays 
reasonable and necessary medical, surgical, ambulance, hospital and professional 
nursing expenses to each person injured while in, upon, entering or alighting from 


your automobile. 


Although there are many ways accidents can happen for which you might not be 
legally liable, here is a good example why you need medical payments coverage: 
A high-school boy took his father’s car to a dance. When he and his two com- 
panions got into the car to drive home the windshield was steamed up and as he 
was attempting to make a right turn and clear the windshield at the same time, he 





misjudged his distance and struck a parked car. At the impact, he “froze” at the 
wheel and the car continued on down the street, striking a utility pole. 
The boy was cut over the left eye and the medical expenses amounted to $5. 
One guest suffered a concussion of the head and the doctor bills amounted to $22. 
The other guest suffered concussion, and lacerations of the upper lip, three upper 





teeth were completely fractured and two lower teeth partially fractured. This young 
lady also received knee and other body injuries. 
The total medical and dental expenses amounted to between $1,200 and $1,300. 
MORAL: Order medical payments protection today! 
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~ Stricter Gas Rationing 
in East Doesn't Cut Toll 


Despite the effects of gasoline 
rationing, north Atlantic states 
had the smallest automobile acci- 
dent fatality reduction of any sec- 
tion in 1942. The national aver- 
age was 30% while automobile 
deaths in the north Atlantic 
states were down only 24%. 
South Atlantic states showed a 
34% reduction, north central 
33%, south central 37%, moun- 
tain 29% and Pacific Coast states 
28%. 








themselves, their passengers and their 
employers. 

It is in the interest of the war ef- 
fort to preserve and protect property 
values. The prospect says, “Why 
should I own automobile insurance? If 
my tires are stolen, you cannot buy me 
new ones. If my car is destroyed, very 
likely I will be unable to get another 
one.” The master salesman who rec- 
ognizes that the ownership of adequate 
automobile protection is in the interest 
of patriotism, will say, “All right, let’s 
assume that your car is destroyed and 
another is not available. If you have 
no insurance you suffer a direct loss. 
Now, let’s assume that you have com- 
plete protection with my company and 
your car is destroyed. We will send 
you our check covering your loss and 
you can go to any postoffice or bank 
and exchange the check for war bonds. 
In addition to being reimbursed for 
your loss, you thus make an investment 
in your country’s security.” 

There are somewhere in the neighbor- 
hood of 16,000,000 automobile owners 
in the United States today who haven't 
seized the opportunity to protect them- 
selves against the possibility of a loss 
through injury to the person and dam- 
age to the property of others. Can we 
not during this time of increased earn- 
ing power, impress upon the uninsured 
motorist the obligation he owes to his 
country in its struggle for freedom and 
the things you and I hold dear? 


Turn Dollars to Bonds 


Premium dollars received by insur- 
ance companies are being turned into 
government bonds to beat Hitler and 
the Japs. These premium dollars are 
building planes, ships, tanks, guns and 
the implements needed to wage warfare 
successfully. One need only look at the 
portfolios of insurance companies and 
note the large proportion of govern 
ment bonds owned to appreciate the 
manner in which premium dollars are 
aiding the war effort. Prior to Pearl 
Harbor, we never dreamed these pre 
mium dollars. would be needed tem 
porarily to save all the precious things 
of life. Insurance policies were sold 
in peace times to protect the individual 
and the home. Today they provide our 
government with funds to protect the 
nation in time of war. 

The ownership of “Full Coverage 
Automobile Insurance” on the part of 
the war worker directly contributes to 
the war effort. “Absenteeism” is di- 
rectly increased when a war worker, 
having had an accident, must spend his 
time interviewing witnesses, making in- 
vestigations and conferring with attor- 
neys. This responsibility and function 
by the payment of a small amount, 
can be transferred to an insurance 
company, employing men skilled in 
these activities. 

The government is engaged in a 

(CONTINUED ON PAGE 28) 
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Many Positive Factors in Auto Field 


Company executives interrogated by 
Tue NATIONAL UNDERWRITER as to auto- 
mobile conditions have expressed their 
views and given some interesting infor- 
mation. President V. V. Moulton, 
Auto-Owners of Lansing, Mich., states 
that his company is located in an area 
where there is a great influx of in- 
dustrial employes to man the muni- 
tions plants. They have to have trans- 
portation by automobile and that means 
automobile insurance. President Moul- 
ton says that his company had between 
a 6 and 7% increase in volume in 1942 
over the year before. Rates have been 
reduced all along the line so that the 
same number of cars insured in 1943 
would mean a reduced premium. “It is 
interesting from our point of view,” says 
President Moulton, “that the reduction 
in premiums so far is not as great as 
the percent of reduction in premium 
rates on each car.” 

Inasmuch as the Auto-Owners is an 
agency company, President Moulton 
finds that the agents have had a new 
set of problems in connection with the 
control of business. They report that 
policyholders are practical in not ex- 
pecting to have personal calls made 
as much as before but are willing to 
do business over the telephone. An- 
other favorable factor is that there is 
plenty of money in circulation which 
very materially simplifies the collection 
problem. It has taught the agent, Pres- 
ident Moulton said, to adopt sound eco- 
nomic practices in dealing with policy- 
holders, expecting the policyholders to 
pay without several calls. The agents, 
he finds, also are taking advantage of 
community gatherings such as church, 
social, lodge and political meetings to 
discuss their business problems with 
their prospects. 

The Auto-Owners is using radio and 
other advertising media to inform the 
public regarding the services it is offer- 
ing. 





M. L. LANDIS 


M. L. Landis, counsel of Central 
Manufacturers Mutual of Van Wert, 
O., points out that the automobile has 
become such an integral part of the 
daily life of the average American citi- 
zen and he will do everything possible 
to preserve what he has. 

Obviously, this attitude on the part 
of the ordinary citizen means that he 
will buy at least the basic automobile 
coverages so long as he can possibly 
continue to operate his car. In this 
category, of course, are the comprehen- 
sive coverages and at least bodily in- 
jury insurance. The reduced speeds, 
the limited amount of gasoline obtain- 
able, the advancing age and physical 
condition of many cars, and a saner 
driving attitude on the part of the 
average insured will necessarily account 
for a substantially reduced premium 
income from the collision coverages. 
“W e are already noticing the impact of 
these circumstances and anticipate a 
continuation of the effect of them until 
such time as the war is over. 


O.P.A. Ruling More Liberal 


“One of the most wholesome and en- 
couraging outlooks in opposition to the 
viewpoint just expressed is the recent 
announcement by the O.P.A. offices 
that Grade 2 tires will be available for 
those drivers having a gasoline allot- 
ment in excess of 240 miles per month: 
in other words, a majority of the “B” 
ration card holders. 

.. do not know of any unique or 
trick ways for producers to hold their 
business. On the contrary, I am satis- 
fied that the same tried and true meth- 
ods of seeing every client on or before 
renewal time and exposing oneself to 
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“They were with him when he wrecked his car and he didn’t have medical expense 


coverage.” 


new prospects, particularly those not 
yet insured by any company, will keep 
as much automobile volume on every 
agent’s books as the _ uncontrollable 
conditions make available. 

“Personally, I have felt that far too 
many agents waste precious time by 
manual and personal delivery of both 
new and renewal policies. If there is 
any single recommendation I could 
make to any agent, it would be that 
when the personal solicitation resulting 
in the order is concluded, a postscript 
statement should be made by the agent 
that delivery of the policy will follow 
by mail because of present conditions. 


Eliminate Waste Effort 

“Those wise agents who educate 
their policyholders to this procedure 
are now resting comfortably. Those 


who misguided their clients to expect 
calls in person on trivial matters are 
suffering the consequences of their nig- 
gardly conduct. There is certainly no 
more opportune time than right now for 
all agents to eliminate some of the un- 
necessary overhead of handling pres- 
ent clients and thus free themselves to 
carry the message of buying insurance 
to those upon whom they previously 
did not have time to call. 

“Unquestionably, we are all pri- 
marily interested in just one thing right 
now, namely, to win the war, but in 
addition to that to also keep the home 
front as nearly normal as all of the 
needs for action in winning the war 
make possible.” 


H. D. SAMMIS 








H. D. Sammis, manager of the auto- 
mobile department at the Fireman’s 
Fund home office, traces some of the 
highlights of the automobile business 
as he sees them. 

“Producers should capitalize on the 
gas rationing situation. Without it the 
cars were rapidly going off the road 


due to excessive speed, use of rubber 
and mileage,” he points out. 

“With rationing the life of the car 
is prolonged—its transportation value 
is greatly enhanced:—likewise the own- 
ers’ investment. These are highly im- 
portant sales points and should par- 
ticularly appeal to those owners now 
uninsured. The selling of this latter 
class is vitally necessary in offsetting 
the loss of renewals due to armed 
services induction. 


Transportation is Vital 


“Transportation is vital to thousands 
engaged in the war effort and private 


passenger cars are providing a_ big 
share. These must be kept operating 
and the owners have realized to a 


great extent the necessity of adequate 


insurance protection. 
“Producers should 


include medical 


COMPANY EXECUTIVES POINT TO SALES OPPORTUNITIES 


payments coverage to offset the recent 
rate reductions in bodily injury, prop- 
erty damage, and collision. I know of 
many agents and brokers who auto- 
matically include this coverage without 
first discussing it with the assured; 
then upon delivery of the policy ex- 
plain the importance of coverage and 
the reasons for including it. 

“Life of car is being prolonged by 
greater care and the rationing restric- 
tions. This care and reduced speed in- 
clude better driving control, which has 
produced substantial reduction in high- 
way fatalities. 


Further Life for Tires 


“The other side of this question, so 
far as the companies are concerned, is 
the matter of smooth rubber, dim-out 
exposure, and increased repair costs. 
Recent easing of restrictions on the 
purchase of tires of reclaimed rubber 
and recaps has added further life to the 
cars,—helping both producers and the 
companies. 

“The premium picture is very en- 
couraging in the absence of any further 
ban on the west coast as applied to the 
eastern states. The premiums for the 
past year held up surprisingly well. The 
premiums for the first two months of 
this year have been very steady, with 
practically an equal amount for each 
of the two months and with February 
surprisingly exceeding February of last 
year. Incurred losses have steadily de- 
creased the last several months as well 
as the number of claims per month. 
This leveled off somewhat in March; in 
fact some territories developed an in- 
crease in losses,—primarily collisions.” 





WALTON H. GRIFFITH 





Walton H. Griffith, assistant secre- 
tary America Fore at the head office, in 
charge of the automobile department, 
suggests eight points: 

1. Except for finance business, a 
good many agents have found that 
their renewals of automobile lines have 
held up very well—with the casualty 
lines showing a far greater decline than 
the fire company coverages. 

2. A good many agents have man- 
aged to salvage a satisfactory percent- 
age of renewals from expirations on fi- 
nanced cars, but this requires a lot of 
work and an aggressive campaign to 
get worthwhile results. 

3. Even though automobiles are be- 
ing driven very little, agents who have 

(CONTINUED ON PAGE 27) 
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In 1942 nearly 7 out of every 10 killed in automobile 
accidents were workers compared to 5!/, out over 
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every 10 in 1941. 


This means that the size of the aver- 


age claim settlement or verdict will go up to replace the 
higher economic value of the workers, making higher 
limits on automobile liability polices imperative. 
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Uses Automobile Quotation Chart 


Customer Provided with Complete Data 


Founded 1908 


THE GIBERSON INSURANCE AGENCY 
Complete Protection To Fit Your Needs 


By DUDLEY F. GIBERSON 


Head of Giberson Insurance 
Agency, Alton, Ill. 


In 1937 one of our clients sustained 
a serious collision loss. It developed 
that he did not have collision insurance. 
We had previously recommended this 
protection orally in an interview. How- 
ever, we had no definite proof of this 
in our files. Regardless of our previous 
efforts to sell collision insurance, we 
were severely criticised and censured by 
cur policyholder for not calling this 
uninsured exposure to his attention in 
a forcible manner. 

We experimented with several ideas 
and we finally devised three charts: 

Present Insurance Chart, for private 
passenger cars. 

Proposed Insurance 
ate passenger cars. 

Commercial Vehicle Chart, 
present or proposed coverage. 


Threefold Scope of the Charts 


Once convinced of the possible value 
of an automobile quotation chart, we 
desired to have the memorandum serve 
a threefold purpose: first, as an edu- 
cational effort for all of our present 
automobile policyholders; secondly, as 
an improved sales technique; and the 
third use of the charts is as a record 
of the sale, whether the order is a 
renewal or new business. 

We feel that a thorough, concise, and 
clear explanation of the automobile in- 
surance the client purchases materially 
helps to eliminate misunderstandings. 
Therefore we desire that resume. to 
cover information such as: 

A complete description of the in- 
surance coverage; 

2. The limits of the respective insur- 
ance coverages; and 

3. The cost of the respective types of 
automobile insurance. 

We believe that anyone with normal 
intelligence can easily understand the 
information set forth in the charts which 
were designed by Charles F. Daniels of 
Joliet, Ill, agent and the writer. The 
reverse side of the form provides a 
space for underwriting information, etc. 


Chart, for priv- 


for either 


Two Chief Sources of New Business 


There are two principal sources of 
new business. Most insurance men are 
of the opinion that the most important 
is an agency’s present clientele. Obvi- 
ously the second source is persons who 
make inquiries about automobile insur- 
ance or are simply solicited as prospec- 
tive buyers. “Proposed Insurance Chart” 
is ideal to use in submitting informa- 
tion to either of these two groups. It is 
identical with the “Present Insurance 
Chart,” a different 


except that it carries 





DUDLEY F. GIBERSON 





221 Market St. 


Alton, Illinois 


AUTOMOBILE INSURANCE CHART... 


1941 Pontiac Forior Sedan 


_Present Insurance: 



























































FORM DESCRIPTION OF COVERAGE | LIMITS cosT 
PUBLIC Insures your liability for bodily injuries 35,000 
LIABILITY to or death of members of the public. Each Person 2 
$10,000. 310.25 
Each Accident 
PROP. DAMAGE | insures your liability for damage to 35,000 7 2 
LIABILITY property of others. tech ‘Accident $ Dek >= 
OTHER CAR The pubiic liability and property dam- 
COVERAGE age policy extends to cover the assured 
and spouse while driving a borrowed 
private passenger car. NO CHARGE 
MEDICAL EXP. Pays for individuals injured in your car, 
COVERAGE necessary medical, surgical, ambulance, 
hospital, nursing and funeral expenses 
regardless of your liability for such in- _ 500 Sas a 
juries. Each Person $ 4.00 pel 
TRAILERS The public liability and property damage 
policy extends to cover, without charge, 
the operation of your car with a trailer 
of the utility type, but not for business 
ns = 
PL 
Home or auto home trailer. Sa — $ 5 eS 
Each Person 
$ ' 
Each Accident 
D 
—— $ -_ 
—s i a - _ —_ mais Each Accident _— 
COMPREHEN- Insures against practically all types of Actual value of auto- 
SIVE loss or damage to your car (with the mobile at the time 
exception of damage by collision or by of the loss. ¢ 6.00 
upset). Poe os 
COLLISION OR Insures your own car against damage by $50 Deductible $ 19.00 abit 
UPSET collision with another object, movable F 
or stationary, or by upset. $25 Deductible $ 
iidiiaiaiiaiaainidiabamin $ 
TOWING Towing and labor costs necessitated by 
COVERAGE the disablement of the automobile pro- 
vided the labor is performed at place of 
disablement. $10 any one case a 
TOTAL “+ 50 




















(Designed by D. F. Giberson, Alton, IIl., 


NOTE: This is a memorandum ate~te complete details of coverage read your policy! 
and C. F. Daniels, 


Chicago, Il.) 


This is the “Present Insurance Chart” used by the Giberson Agency. The “Proposed 


Coverage Chart” 
Coverage Chart” 


is identical except for the heading. In filling out the 
where higher limits are proposed, the cost shown is the difference 


“Proposed 


between the present insurance and the higher limits, which is indicated by typing in a 


line: 


“Additional premium for increased limits” at the bottom of each section. 


For the above Pontiac, public liability limits of $15,000/$30,000 were proposed for 
an additional cost of only $2.15. Increasing the property damage coverage to $10,000 
was recommended at a cost of only 53 cents, as well as $1,000 medical expense coverage 


instead of $500, the additional cost being $2. 
“Plan I” and “Plan II.” 


they are indicated as 


If alternative proposals are advisable, 


Carbon copies of poupen are kept for the agency’s file. 








heading. The primary purpose is to tell 
the story in a simple, straightforward 
manner. The charts can be completed 
quickly, either by a typist in the under- 
writing department, or by the salesman 
as a sale progresses “over the counter.” 

Our method of using the “Proposed 
Insurance Chart” in connection with 
present customers is as a supplement to 
the “Present Insurance Chart” which we 
complete with each and every automo- 
bile order executed by our office. Our 
chief underwriter completes both the 
“Present Insurance Chart” at a “Pro- 
posed Coverage Chart” at the time the 
order is fulfilled. The latter chart is 


frequently used to propose increased 
limits and important coverages which 
the customer does not carry. 

The use of this memorandum for a 
new prospect is obvious. The informa- 
tion is completed in connection with 
any coverage which the agent desires 
to sell. 

In the field of automobile insurance, 
the responsibility which an insurance 
agent must assume is_ substantial. 
Throughout the United States there is 
hardly a day that goes by which does 
not find some individual in some city 
involved in a law suit arising out of an 
automobile accident. In many cases 








Dudley. F. la head of the Giberson Insurance Agency of Alton, Ill., and 
Charles F. Daniels of Joliet, Ill. now a local agent but formerly Illinois state agent of 
the Norwich Union Fire, are co-authors of an automobile quotation chart which they 


devised. The technique is entirely original. 


Both Mr. Giberson and Mr. Daniels are 


possessed of genius, inquiring and inventive minds. 


bodily injury and_ public liability limits 
are inadequate. Even if an insurance 
agent has not experienced this unpleas- 
ant, embarrassing predicament, it does 
not take much imagination to visualize 
how easily this might happen to any of 
us because all too frequently insurance 
is sold or bought with inadequate limits, 

On the other hand, if you submit rec- 
ommendations and the buyer declines to 
accept the suggestion, the responsibility 
is his, The point we desire to make is 
this: An agent may make proper sug- 
gestions, but fail to have a written rec- 
ord of the recommendations. In the 
event of a question, the lack of definite 
proof may leave an agent in a spot. A 
carbon copy of the proposal in the 
agents’ file is readily available to meet 
such situations. 

In addition to the three main advan- 
tages that we have experienced from this 
sales procedure for automobile insur- 
ance, there are other benefits. We cite 
one ‘example. We have found that the 
charts are of great help in introducing 
a new coverage, such as last year when 
the medical reimbursement insurance 
was first developed. For that matter we 
are still using the chart to push this 
coverage because even at this time not 
all of our policyholders have purchased 
this very desirable protection. 


Results of the Experiment 


As everyone knows, the “proof of the 
pudding is in the eating,” and this holds 
true as far as this experiment is con- 
cerned. The results that we have experi- 
enced in the past year may be briefly 
stated: 

(1) We believe that all of our auto- 
mobile insurance policyholders have a 
reasonably clear idea of the exact cover- 
age which they purchased, as well as 
the other important details; 

(2) New automobile sales during the 
past year have been in excess of $1,000; 
and 

(3) During the past two years we 
have not had a single complication arise 
involving a misunderstanding as to the 
automobile insurance purchased from 
our office. 

The use of these automobile insurance 
charts led to the decision one year ago 
to make an accurate resume of every 
casualty policy, inland marine policy, 
and bond written by our office. We are 
proceeding on the theory that “what’s 
sauce for the goose is also sauce for 
the gander.” We still believe that this 
is wise decision and will ultimately pay 
handsome dividends to us! 
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(Dengead by D. F Giberson, Alton, tit. and C F Daniels, Chicago) 


This commercial car chart is used by 
Mr. Giberson for both present and pro- 
posed coverage. 








































EVERYONE 
WANTS THE BEST 
some INSIST on it! 
Those who do, usually 





wont compromise. 


When a representative of the 

“Prompt Paying Preferred” 
meets this type of prospect he has 
nothing to fear, because he knows 
that when talking PREFERRED 
ACCIDENT he is talking against 
a background of 58 years expe- 
rience in the handling of claims for 
PREFERRED risks, for those—— 


Who Wanted the Best 


80 MAIDEN LANE, NEW YORK 


Edwin B. Ackerman, President 


Automobile « Accident « Burglary « Plate Glass « Liability « Compensation 


—Branch Offices— 
Boston « Buffalo e Chicago e Los Angeles e Philadelphia e« Pittsburgh « San Francisco « Newark 
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Automobile Producing Opportunities 


By N. C. FLANAGIN 


Second Vice-president, Lumbermen’s 
Mutual Casualty 


It is not easy to define the present 
automobile insurance situation. There is 
no single automobile production prob- 
lem. Gas rationing and the war effort 
have presented many new problems both 
in the solicitation of new business and in 
handling renewals. These problems vary 
in intensity in different territories. 

No section of the country has been 
harder hit than the east and southeast 
with the ban on pleasure car driving re- 
cently eased to an allowance of 1% gal- 
lons. Yet in many sections of the east 
automobile insurance rates have in the 
past been substantially higher than in 
most of the remainder of the country. 
result, although agents and com- 
panies in that section have _ suffered 
along with other sections due to the 
rate reductions the unit of premium per 


\ - 
1S a 


car is still higher and would represent 
to the average middle western agent a 
premium reminiscent of the “good old 
day 1” 


Situatioit: on Pacific Coast 


middle west gasoline has been 
available and as a result the outlook for 
automobile insurance has been better, 
but rates, particularly in rural areas, are 
a low. The amount of automo- 
bile travel on the Pacific Coast gives 
every appearance of normal times to the 
casual observer. Due perhaps to the fact 
that the populace has always relied more 
on the automobile than on public means 
of transportation and to the high per- 
centage of defense workers who for the 
most part are receiving B or C ration 
cards, ‘automobile traffic in Pacific Coast 
cities shows no noticeable decline and 
contrasts strongly with the scene one 
encounters along the Atlantic seaboard 
on many of the main highways 
However, there are certain general 
iactors common to all territories. All 
have experienced substantial rate reduc- 
tions with the resulting reduction in 
premium income for companies and de- 
crease in commission income for agents. 
In all territories the number of automo- 
bile policyholders on the books of agents 
has held up far better than most stu- 
dents of the business expected a year 
ago. Evén in the east where conditions 
have been particularly acute most agents 
report that the number of new policies 
they are currently writing compares fa- 
vorably with the number they were put- 
ting on their books during the same 
months of 1941. 
ly showing an increase in 
of policies in force, their 


In the 


Many agents are actual- 
number 
policies 


the 
new 





Agents Can Develop Potential Business 


more than offsetting their cancellations 
and non-renewals. 

In all territories there has been a sub- 
stantial decrease in the number of agents 
aggressively soliciting automobile insur- 
services have taken 


ance. The armed 
many. A bigger factor, however, has been 


the tendency on the part of many agents 
to secure positions in defense plants. 
These men are in the main attempting 
to hold their renewals but they are not 
soliciting new business and are not in a 
position to offset the loss of their renew- 


with enthusiasm, and he is finding plenty 
of it available. 

The farsighted thinking that this agent 
is doing is important. Unquestionably 
agents who are putting on automobile 
insurance at today’s low rate levels are 
building for themselves a business which 
inevitably must bring. to them a substan- 
tial increase in commission income when 
tates return to a more normal level. 

Most agents who are going after new 
business aggressively are finding the un- 
insured driver one of their greatest 





Mr. Flanagin was asked to contribute to this number due to his extensive obser- 
vations in automobile insurance, his contacts with agents throughout the country 
and the opportunities that he has had to discuss with department heads who are 


working with agents in the field. 
that will be of interest to all readers. 


He thus gets a bird’s eye view of the situation 





als. In addition, many agents are suf- 
fering from defeatism. Although they 
are still in the insurance business they 
are not active from a new business 
standpoint. This situation is adversely 
affecting the production results of the 
carriers. It may, however, spell oppor- 
tunity for live agents for certainly the 
competition for new business is far less 
today than it has been in the memory of 
those in the automobile insurance field. 


Importance of Morale 


We are told that morale wins wars. 
Certainly those agents who maintain 


their morale are still securing a substan- 
tial number of new automobile insurance 
policies. One agent tells me that he gives 
himself a pep talk periodically to keep 
himself enthusiastic about securing new 
business. He estimates that the new 
average automobile account he secures 
today will remain in force at least five 
years. He also reasons that although the 
rates today are extremely low they must 
inevitably go up to approximately twice 
their present level when the war ends 
and the traffic on our streets and high- 
He 


Ways increases materially. says 
therefore that when he solicits a $20 
bodily injury and property damage 


premium at today’s rate level he thinks 
of that prospect in terms of a $160 auto- 
mobile premium (two years at $20 and 
three years at $40). Even if he secures 
no other business from that policyhold- 
er, as he will in a high percentage of 
cases, he thinks of that prospect entirely 
in terms of a potential premium of $160. 

long as he keeps that picture in his 
mind he is able to go after new business 





Traffic congestion in Washington, D. C., and in other war centers has increased pedestrian accidents. 


a ae 


opportunities. In nearly all states a high 
percentage of the drivers still on our 
streets and highways are uninsured. 
Many of these drivers are earning more 
money today than ever before. They 
have for the most part cleaned up their 
debts. Many are buying homes. A high 
percentage are buying war bonds on a 
salary deduction basis. They have more 
to protect than ever before and the cost 
of automobile insurance is now so low 
that anyone can afford it. 

The uninsured market is not an 
one to solicit. The average agent has 
found most of his clientele in the past 
among the white collar class. Going 
after the industrial worker involves 
many drastic changes in his methods 
of solicitation. Men work on various 
shifts. They are harder to reach. Some 
do not have telephones. But in this 
market the average agent finds little 
competition and once a foothold is se- 
cured in one plant through three or four 
policyholders who will act as “bell 


easy 


cows,” additional business can frequent- 
ly be secured in sizable volume by 
working from them to their friends 
and acquaintances. 
Financial Responsibility 

The introduction of strict financial 


responsibility acts in several states pat- 
terned after the New York legislation 
will undoubtedly focus the attention of 
agents in those states on the uninsured 
driver. Such legislation has _ recently 
been enacted in Oregon and Indiana and 
several other states have bills pending. 
If we can judge from the experience 
in New Hampshire and New York 
agents in states now enacting this legis- 


Two women were struck 


by a motorist, who claimed his brakes did not hold. He was arrested, charged with failing to give right of way of pedestrians.— 


Acme Newspictures. 


lation face the greatest opportunity in 
their career to substantially increase the 
number of their policyholders and their 
volume of business. With the present 
low rates in force the uninsured drivers 
who now, in view of this legislation, 
have an added reason for carrying auto- 
mobile insurance protection should be 
more easily sold 

Even in other states a real opportunity 
to sell the uninsured driver exists. One 
agent of my acquaintance has cata- 
logued nine reasons why people need 


automobile insurance today. His list 
reads as follows: 
Why People Need Insurance 

When an accident occurs today 


more people are apt to be injured due 
tu the share the ride program. 

The loss per accident is apt to be 
greater. Jury awards are increasing and 
the cost of labor and parts is up. 

3. Cars are older and because of old 
equipment accidents are more likely to 
_ 

. Tires are deteriorating and that in- 
creases the driving hazard. 

There is greater congestion near 
Asleben plants which increases the acci- 
erg exposure. 

Police forces have their man power 
iinet with the result that enforce- 


ment and traffic supervision is not up 
to the standards which existed prior to 
the war. 


People Have More to Protect 


Most people have more to protect. 
The worker who is building a nest egg 
in war bonds can have this wiped out 
overnight if he fails to carry automobile 
insurance. 

8. In coast areas dim-outs have in- 
creased night accidents. Many pedes- 
trians are being run down due to the 
_ of proper lighting. 

Motorists have a public duty to 
hae their cars rolling. The Defense 
Transportation Committee has estimated 
that it is essential to the war economy 
and to the civilian economy to keep 
between 20,000,000 and 25,000,000 cars 
on the highway to avoid overstraining 
our other transportation facilities. Even 
though gas rations have been reduced 
the people should continue to drive their 
cars because cars deteriorate rapidly 
when not in use. This agent carries with 
him a letter from a local automobile 
dealer in his community giving the exact 
cost of putting a car in proper shape to 
be stored. When most people learn the 
cost of proper maintenance on a stored 
car they will agree that it is not only 


more patriotic to keep the car rolling 
but far cheaper as well. 
Problems in Renewals 

In addition to the uninsured market 


many agents are devoting more time to 
the commercial car market. The registra- 
tion of commercial vehicles has held up 
extremely well and a worthwhile volume 
of this business can be developed by 
agents who concentrate their efforts on 
this type of prospect. 

The conditions prevailing under gas 
rationing have introduced new problems 
in holding renewal business. Even in 
normal times renewals constitute three- 
quarters of the agent’s income and are 
his capital in his business. Under pres- 
ent day conditions new business must 
of necessity take a second place while 
the agent is short of man power, unable 
to get sufficient gasoline or to invest 
substantial sums in advertising. 

To keep in touch with present policy- 
holders the agent must rely more on let- 
ters and the telephone. He has to mail 
many renewals that he would like to de- 
liver in person and he has to spend less 

(CONTINUED ON PAGE 19) 
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Now Is Time to Take Stock 
and Readjust Sights 


By W. R. RUEGNITZ 


“Experience shows how incredibly dif- 
ficult it is to get men to encourage the 
principle of originality; they will admit it 
in theory, but in practice the old error re- 
turns again,” 


The relatively brief history of auto- 
mobile insurance may be said to bear 
out that observation by Walter Bagehot 
in his essay on “Physics and Politics.” 
Being a new department of the fire busi- 


or three hours’ time of an expert policy- 
writer. Such being the case one would 
suppose that, once the “no endorsement” 
idea was conceived it must have received 
immediate encouragement. Actually it 
took a couple of years to persuade the 
authorities to approve its adoption. By 
now, of course, the authorities are accus- 
tomed to that innovation, but are there 
perhaps still further improvements to 
which they are turning a deaf ear? Not 
unlikely, improved though the policy 


windstorm and the rest—but collision 
presents a different case. Flat rates, 
this deponent has long been persuaded, 
are not warrantable in respect of the 
collision covers; in view of the wide 
range of driving ability and loss expe- 
rience, schedule rating, for collision, is 
far more clearly indicated. Our present 
flat premium collision schedules since 
they make no distinction between the 
accident-prone and the accident-free, are 
essentially (and intolerably) discrimina- 
tory; and here again old error has wit- 
nessed unduly long persistence. The 
collision structure is ripe (“and rotten 
ripe”) for change. 

Other instances might be cited but 
perhaps these are enough. Automobile 














ness, one that has expanded rapidly, j,5 been, it is still lagging behind auto- insurance must of course change as does 
there has been a continuing need of ji obile development. The fire policy the world we live in. Henry Ford opined 
originality, with, in — — - _this improvements now being adopted were recently that automobile evolution and : 
sally "Seen + ing Song nena proposed not less than a dozen years development might continue at least 
course, but it seems almost to have been 282: : another ten years, and on that reckoning 
made willy nilly, forced upon the insur- For another example consider the our insurance forms and rules must be 
ers by the automobiles. “actual value” idea. What a time was still far short of stabilization. Our 

Take, for example, the dealer busi- had selling the companies that one! original thinkers are still in need of 
ness; have we at long last rationalized This writer recalls with chagrin that he Siecdae Eee Referring again to W. R. RUEGNITZ 
its requirements? If you happen to himself held out against it a couple of tl yd agehot, it is of interest to note 
think so, explain why we still retain years, though after all, that was a rela- ges ae oe se bi to be found of that company today is due, as evi- 
the certificate form, the expense of tively short time. Some agents and vig us works published in 1891 genced by that publication, to an unusual 
which has always exceeded the premium brokers (mostly in the larger cities, by 9 the Travelers of Hartford. It may aptitude for encouraging that self-same 
taken; why dealer form No. 1A is used the way) withstood regeneration even well be that the commanding position “principle of originality.” 

W. R. Ruegnitz, manager of the automobile department of Buffalo at its home 

office, contributes what he terms an essay. It is more or less a story of his own 

experience as an innovater. For instance, the automobile dealer form 1-A was 

devised by Mr. Ruegnitz while he was with Continental. At that time J. R. Wilbur 

was vice-president in charge of the western department. Mr. Ruegnitz did not 

succeed in persuading him that it was logical. He was more successful with J. C. 

Harding, western manager of the Springfield F. & M. when he went with that 

company in the west. That company brought out the form as a copyrighted policy, 

“The Springfield Dealer Book,” and with it built up a large automobile dealer 

business in the west and made an underwriting profit. The Springfield used that 

form 10 years before it was adopted by the National Automobile Underwriters 

Association in the western field. During the time that the Springfield wrote this 

form in the western department it did not use it at the home office. In like manner, 

Form 1-A has been in the western manuals for over 10 years without having been 

placed in the eastern manuals. 

It is of interest to know that Mr. Ruegnitz devised the “no endorsement” autome- r 


bile policy. H. A. Miller, now with the Western Underwriters Association and 
at that time assistant manager in the western department of North America, had 
the same idea at that time. His policy did not get into print until some months 
after the Springfield had brought out Mr. Ruegnitz’ form. Mr. Harding confined 
the advertisement of the policy to a single announcement. Mr. Ruegnitz declares 
that had he seen fit to undertake an aggressive advertising campaign he would 
have developed much business on account of it. 





in the west but not in the east; why the 
minimum deposit premium for the No. 3 
form is $25 in Indiana but $50 in New 


York state. And explain why, after 
applying the Dean schedule to determine 
fire contents rates, the automobile in- 


surers immediately lop off large frac- 
tions thereof upon writing the dealers’ 
policies; and why that fraction is 50% 
in Indiana but 33% in New York. 
Either the Dean schedule or our auto- 
mobile manuals are off somewhere. 

Before adducing other instances, why 
not face the fact that these are dull 
times in our automobile departments? No 
new cars are being built; 2,000,000 cars 
went off the road last year; the cars 
remaining in use are depreciating; colli- 
sion rates are down owing to rationing; 
many owners have laid up their cars. 
Consequently premiums are off and no 
help for it. In these circumstances, to 
exhort agents to strive for business is 
publicly to offend intelligence, say noth- 
ing of kidding ourselves. Why not, in- 
stead, employ our respite to take stock 
and clean house? 

The automobile policy of today is per- 
haps the best finished of any of the fire 
companies’ policies. Time was when 
the “standard” policy covered fire, light- 
ning and transportation only, when to 
write up a policy including theft, wind- 
storm and collision required pasting on 
anywhere from three to a dozen 
endorsements. We had _ endorsements 
for theft, for collision, for windstorm, 
for each of the collision deductibles, for 
fire extinguisher credit, lock credit, 
bumper credit. We had in fact whole 
books of endorsements; and to write an 
automobile policy sometimes took two 


until the second world war and inflation. 
With that evil upon us those die-hards 
suddenly became converts, but now it 
is the company underwriters that cling 
to the old error. The “actual value” 
idea presupposed values reasonably sta- 
bilized, or at any rate not ballooning; 
under present conditions adherence to 
the “actual value” policy bids fair to 
be ruinously expensive. 

And our finance business! Now is a 
heaven-sent time to clean that house, 
before some Thurman Arnold takes it 
into mind to do it for us. We have wit- 
nessed not a few efforts, such as former 
Insurance Director Ernest Palmer’s, 
which sought that objective and which 
one and all failed; here again the old 
error always returned. But why should 
the difficulties of the finance problem 
be deemed insuperable? The automobile 
underwriters are not defeatists. This 
thesis, since it deals primarily with 
resistance to innovation, does not specu- 
late problem solutions, but the sugges- 
tion is offered that this problem might 
be solved by borrowing a form from the 
inland marine underwriters. Why not 
adapt the installment merchandise 
floater form, write the finance business 
at flat rates according to devised sched- 
ules and pay the agents not to exceed 
10% commission? 

Up to now our automobile rules and 
rates have assumed, for the most part, 
that the customers are all cast in one 
mould. That is, our rates are nearly all 
of the flat variety, almost none made by 
schedule. Now it is readily demonstrable 
that flat rates are the most convenient, 
and cheapest for the customers, in re- 
spect of the lesser hazards—fire, theft, 


answers. 


arguments. 
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Rationed? 


Our new Comprehensive Personal 
and Automobile Liability Policy 
stands out like a “C” card. Re- 
duced premiums, reduced volume 
—agency problems today—it fully 
Truly comprehensive, 
its salability goes beyond “A” card 


Write, today, for details 


The Western Fire Insurance Co. 
The Western Casualty and Surety Co. 
Fort Scott, Kansas 
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HERE’S YOUR PLAN TO SUCCEED 
WITH WARTIME INSURANCE SALES 


AMICO’s sales building plans have helped agents increase their business volume 
notwithstanding present conditions in the automobile field. With the aid of 


unanctal Statement these sales helps and the other advantages offered them, AMICO agents have 
broken all previous records in their sales history. 


Success stories with the AMICO miscellaneous lines are coming from all over 












As of December 31, 1942, as reported to the Department the country. The AMICO new $10 Non-Occupational Accident Policy is boost- 
of Insurance, State of Illinois ing premiums and opening opportunities for other forms of insurance. 
All bonds amortized. All stocks at market. Market values 1943 IS A YEAR OF MORE BUSINESS FOR AMICO AGENTS 
of bonds exceed the values used in this statement. BECAUSE ... 
AMICO is a multiple-line participating stock company that always has 
ASSETS paid its policyholders substantial dividends at the end of their policy terms. 
My “ SN ee ee EU ee | $ pbeeete AMICO’s Plans of Action set a course of work to do, and how to regulate 
dee ie gpeuiy 8 00 i Rgguaati yee and route your calls to save time and tires. They reach the buying public 
eee ee ee ese oo papas and indicate the ways to make insurance fit into a streamlined war budget. 
Public utility and other bonds............. 246,942.29 f ies : Mets t 
Re iain el cen aes a 378,300.00 AMICO’s Sales Helps and Safety Engineering and Claim Service get results 
First mortgage loans on real estate......... 92,069.70 and help you get and hold the business. 
Ne ict A gaat adadhawee tects 109,198.03 Here is the sales promotion help for you. An ever increasing number of pros- 
Premiums in transmission................. 419,274.36 pects want the broad forms of protection that AMICO has provided at a saving. 
: Accrued interest and other assets........... 27,930.37 Find out about the American Motorists franchise in your community. Just write 
SS : y tt ° 
Total admitted assets.................06. $12.807,705.59 eel tal letterhead today 
LIABILITIES 
Reserve for losses and adjusting expenses. .$ 6,241,673.19 
Reserve for unearned premiums........... 2,536,188.00 
Reserve for taxes and expenses............. 486,433.57 
Reserve for dividends and unassigned funds 1,043,410.83 ee ee . Company 
Reserve for contingencies................. 250,000.00 Sheridan ot Lawrence, Chicago, U. S. A. 
Total liabilities except capital........... $10,557,705.59 
COE QUE Sci ccencaesiand $ 750,000.00 
PUNE UMN. be ce Secuslenctaees 1,500,000.00 O: Sherid ' LOS ANGELES: R . Build 
Surplus as ards nolicybelders........... s ’ CHICAGO: eridan at Lawrence F xELES: Rives-Strong Building 
4 Te eee — NEW YORK CITY: 342 Madison Avenue | ATLANTA: Kemper Insurance Building 
EE bo toe ths bak ee er ee $12.807.705.59 PHILADELPHIA: 12 S. 12th Street SAN FRANCISCO: Russ Building 
cae lh BOSTON: 260 Tremont Street SYRACUSE: Syracuse-Kemper Insurance Bldg. 
Securities carried at $472,479.31 in the above statement H H iti 
pie eae pee Bk 5 ty A Nationwide Company writing all forms of Casualty 


Insurance and Fidelity and Surety Bonds. 
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Automobile Situation is 


Not Entirely Drab 


By LESLIE F. TILLINGHAST 


Assistant Secretary Great American 
Indemnity 


\utomobile liability production is off. 


The drastic rate reductions of past 
months have had a telling effect on 
premium income. This is a develop- 


ment that was fully expected, and hard 
on incomes as it is, should cause no 
surprise. There are other elements in 
the automobile picture, however, which 


may have an ameliorating tendency, 


and an examination of them may be 
helpful. 
Within a recent two days, three 


agents from different cities on the At- 
lantic seaboard told me that, contrary 
to expectations, they were continuing 
to renew their private passenger auto- 
mobile business with practically no loss 
of policies. They expressed wonder- 
ment at the phenomenon; all stated 
that they had done nothing unusual and 
that there was no special cause to 
which they could attribute this result— 
“the policies merely renewed of their 
own accord.” One said that the num- 
ber of policies in his office had actually 
increased 


People Continue to Operate Cars 


Here is factual evidence that people 
are continuing to operate their cars in 
spite of gasoline and tire rationing as 
well as a temporary ban on pleasure 
driving. If this condition prevails in 
the eastern territory, where rationing 
is the most severe, certainly it is a rea- 
sonable assumption that people in 
other sections of the country are not 
establishing a worse record. How 
wrong all we prophets of doom who 
prognosticated wholesale lay-ups have 
proved to be! We should have known 
better the passionate affection that the 
American motorist holds for his car: 
I'll give up my sugar and butter 

And stop eating beef and roast veal, 
But leave me an ounce of petrol 

To drive my automobile. 

Oo! 
There is no stronger marriage 
Than man’s to the horseless carriage. 

Again looking to the eastern sea- 
board we find that 1943 automobile 
registrations in Massachusetts at March 
i, had already equalled 90% of the 
1942 total. In New York State the 
1943 private passenger registration at 
March 1 is 78% of what it was at the 
same date last year against an 
advance estimate of 45%, and the com- 


mercial car registration is 92%. Regis- 
trations are still coming in, and au- 
thorities look for a further upsurge 


after July 1, when the fee will be pro- 
rated 


Prospects Still to Be Found 


Dry as they may be, these statistics 
indicate that there are still prospects for 
automobile insurance, and if one bears 
in mind the estimate that 60% of the 
country’s auto owners still do not 
carry bodily injury and property dam- 


age, one does not need any further evi- 
dence that insurance salesmen have 
something to do besides crying over 


the sorry plight the automobile business 
is coming to. True enough that rate 
reductions have made a hole in the 
agent’s pocketbook, but the same rate 
reductions should simplify the task of 
selling the remaining 60% and of off- 
setting, in part at least, the loss in in- 
come caused by the rate cut. 


Easy enough, you say, to theorize 
about selling the uninsured 60%, but 
hooing and doing are two different 
things, and that 60% outer circle is 
tough. Well, I remember not so long 


ago when people who carried liability 
insurance comprised only a little bet- 
ter than 20% of the total car owners 
and what is now an uninsured 60% 


closely approached 80%. That 80% 
looked just as tough as the 60% does 
now. 

Stricter financial responsibility laws 
have aided materially in the sale of lia- 
bility insurance—particularly the type 
patterned after the New Hampshire 
law. For example, New York adopted 
such a law, which took effect Jan. 1, 
1942. A comparison of combined New 
York State premium income for the 
majority of companies, stock and non 
stock, for the four months’ period be- 
ginning before and ending after the 
law’s effective date shows what hap- 
pened. The premiums are comparable 
because they are based on rates sub- 
stantially the same that were in ef- 
fect prior to the drastic reductions of 


summer, 1942: 
1940 1941 1942 
Nov. . $1,821,000 $2,906,000 ........ 
Dec. 2,343,000 4,765,000 ........ 
Jan. . : ... 8,250,000 $11,389,000 
PORieiekas: aeecgoes 2,276,000 5,334,000 
So far in 1943, four additional 


states, Indiana, Michigan, Oregon, and 
Utah, have passed similar laws, and 
other states are considering them. This 
legislation will take effect within the 
next several months, and if the experi- 
ence in New Hampshire and New 
York is any criterion, that aforemen- 
tioned 60% figure is about to undergo 
further amputation. But we must not 
look to financial responsibility laws to 
do our selling. Insurance men will 
have to provide the thought and energy 
to fire the sales ammunition. Even 
without such helpful laws, there is still 
plenty of good ammunition, and, as the 
Old Soak used to say, I'll tell you why. 

To begin with, automobile liability 
insurance is needed now more than 
ever. While fewer miles are being 
driven, the accident rate per mile has 
increased substantially. For example, 
miles driven in New York State in 
1942 were 22.5% less than in 1941, but 
the rate of accident reduction was only 


8.4%. Furthermore, because of ride- 
sharing, the average car is carrying 
more passengers and is consequently 


exposed to a greater potential bodily 
injury liability. Jury awards are higher, 
not to mention the effect of increased 
costs of labor and materials on the 
property damage hazard. Couple these 
conditions with the tremendous reduc- 
tion in premiums and a car owner has 
little argument left for not carrying 
insurance—and for not carrying it in 
adequate amount. 


Property Damage Angle 


In speaking of adequacy it seems de- 
sirable to emphasize the property dam- 
age angle. We have for years been 
plugging higher limits for bodily injury, 
and have had a measure of success. But 
little stress has been laid on the P.D., 
with the result that the great majority 
of policies are still written for the $5,- 
000 limit. Yet, it is not extraordinary 
for a passenger car to involve a large 
truck in an accident. If such a truck 
should burn, or otherwise destroy its 
valuable cargo, the resulting loss might 
well exceed several times $5,000. As 
a matter of fact, I recall a case—even 
before long distance trucking became 
widespread — where an _ automobile 
parked on a hillside slipped its brakes 
and broke off a fire hydrant, resulting 
in the flooding of a cellar where more 
than $30,000 worth of silk was stored. 
Therefore, in selling higher limits, let 
us remember to stress the property 
damage as well as the bodily injury. 

This article would not be complete 
without a reference to medical pay- 
ments coverage. If a person is injured 
while riding in your car, it is natural to 
want to absorb the expense of the in- 
jury, even if you are not at fault. To- 
day, when we are all riding in each 
other’s cars more than ever, the likeli- 


hood of such accidents has increased 
by leaps and bounds. Defense workers 
are riding with each other; people are 
doubling up to go shopping, to go to 
church, the movies, lodge meetings, and 
what not. Here, then, is a definite 
need for medical payments’ protection. 

In talking with agents, I have found 


some who have enjoyed considerable 
success in selling higher limits and 
medical payments. Those who have 


accomplished most have simply written 
their renewals to include the enlarged 
coverage, and, after a brief word of ex- 
planation, have had practically no dif- 
ficulty in making it stick. These agents 
say they have been helped no end by 
being able to show that the policyholder 
is getting much broader protection for 
a smaller premium than he previously 
paid. 

I must confess, too, that I have run 
across one or two agents who seemed 
to look upon medical payments and 
the drive for higher limits as a mere 
device for getting more premiums. Let 
us admit that these additions do pro- 
duce a greater income for agent and 


company; because that is so does not 
destroy the benefits to the insurance 
buyer. The fact remains that the pol- 


icyholder is now able to buy more au- 
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tomobile insurance protection for his 
money than ever before, and I should 
(CONTINUED ON PAGE 19) 
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Some Agents Successful 
in Auto Business Today 


By S. W. SCHELLENGER 


Sales Promotion Manager 
Buckeye Union Casualty 


Automobile insurance will continue to 
be purchased as long as there are auto- 
mobiles in operation. The American 
public has been too well sold by the in- 
surance industry on the necessity for 
protection for the future to be other- 
wise. Any analysis of today’s insurance 
market must, first of all, give full cre- 
dence to the above fact. "Many years of 
successful promotion have gone into the 
development of the automobile insurance 
business. The result of this public edu- 
cation has been to establish the auto- 
mobile line as a major and primary 
form of protection. 


What About 1943 Results? 


Having oriented in our minds the 
place of automobile insurance in our 
national economy, we proceed to con- 
sider the question: What about the pos- 
sibilities for 1943? .\ few conclusions 
= obvious. 

That the national automobile in- 
surance volume will be reduced during 
1943 is admitted readily. The question is 
how much will the reduction be? Some 
observers point to the reduction in the 
number of automobile registrations, and 
say that insurance sales will follow in 
proportion. This opinion would appear 
erroneous, The volume of automobile 
insurance need not be reduced in the 
same proportion with the reduction in 
registrations. A good percentage of these 
cars is being retired from the road be- 
cause of age or for financial reasons of 
the owners. A large percentage of that 
group was previously uninsured. 

Through rate reduction, even 
though all business were renewed, the 
national volume would suffer between 
20% and 25%. This percentage esti- 
mate allows, also, for the lowered collis- 
ion premiums, as all cars go into an 
older age group with a reduced prem- 
ium. 

Problem of the Producer 

These are negative factors which must 
be faced. In order to consider what, if 
anything, can be done to improve the 
situation, suppose we consider the prob- 
lem from the viewpoint of the individual 
producer. 

It must be admitted that some agents 
have already suffered to a greater extent 
than others, dependent upon the age of 
the agent’s clientele. Younger producers 
who had a good percentage of their busi- 
ness among a younger clientele have suf- 
fered to the greatest extent due to their 
clients being drawn into the service. 
Agencies established for a longer period 
with a diversified clientele have suffered 
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to a less extent because a smaller per- 
centage of their customers have entered 
the service, 

This is a situation which is beyond 
control, with one exception. Those 
agents who have been following up such 
cases carefully to see what has become 
of the car after the owner has gone into 
the service, have been successful in 
many instances in securing a new cus- 
tomer to replace the old. In event the 
car has been placed in storage, they 
have also, in many cases, been able to 
retain the property coverage. While this 
premium is not large, it retains a cus- 
tomer for them which will be of value 
in the post-war era. 


May Not Be Affected Individually 


The important point for the local 
agent to keep in mind today is that 
these negative factors affecting the busi- 
ness as a whole need not affect him indi- 
vidually. If he works his automobile re- 
newals and prospects in a thorough and 
efficient manner, he can be successful in 
holding a good percentage of his total 


volume and in defense areas can show 
an increase. It is being done, and what 
can be done in one location can also be 
done elsewhere. 

The producer, however, cannot expect 
to work his automobile business success- 
fully unless he, himself, believes in that 
business and has the right mental attitude 
toward it. Due to the wide publicizing 
of the automobile rate reduction, too 
many agents are working under the mis 
taken belief that they must, on every 
renewal, be in a position to quote a lower 
premium than last year. This is not true. 
The same result can be accomplished 
if they show increased value for the 
money expended. 

To illustrate—an automobile renewal 
of last year which brought an annual 
premium of $40, now because of rate 
reduction for the same coverage brings 
a premium of only $32, as an example. 
The agent in soliciting that renewal 
quotes the insured the reduced premium. 
Actually this reduction in premium cre- 
ates a new type of sales resistance in the 
mind of the insurance buyer. It is con- 
ducive to such thoughts as “I’ve always 
thought I was paying too much for my 
insurance,” and this leads him into won- 
dering whether he actually needs the 
protection because of his reduced driv- 
ing. That is basic psychology. 

If every producer would convince him- 

















-but the $50 deductible col- 


“I'm sorry- 
lision insurance is only issued on autos,- 
anyhow, Mr. Mertens, I have a hunch you'd 
be a poor risk.” 


self that it isn’t necessary today to 
quote reduced premiums, and that he 
can accomplish more by placing the 
stress on value, the entire industry 
would be benefited. 

Place yourself in the prospect's posi- 
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tion and imagine your own reception to 
an agent who comes in, quoting a re- 
duced premium and another agent who 
comes in with this statement: “As you 
have probably heard, we have revised 
our automobile insurance rates from last 
year and now for a premium of $...... 
more (or less) than you paid last year, 
I can provide you with the same insur- 
ance protection with the important ad- 
dition of (and then quote whatever addi- 
tional coverage is being recommended).” 

This approach is a positive one and 
doesn’t invite negative thinking on the 
part of the prospect. 

Those producers who are holding their 
automobile volume _ successfully are 
those who have the courage to quote a 
complete package and who are not con- 
vinced that it is necessary for them to 
quote reduced premiums to each policy- 
holder. 

Unquestionably the automobile insur- 
ance salesman today, and for the dura- 
tion, will be confronted with the argu- 
ment and, in many cases, the sincere 
belief by his customers that, now with 
restricted driving, automobile insurance 
is no longer necessary. It will be up to 
the salesman to do an aggressive selling 
job in each case if he is to hold the 
rene sel and to keep his clients proper 
ly protected. 


Result of Fauity Thinking 


The concept that restricted driving 
eliminates need for automobile insurance 
is the result of faulty thinking on the 
part of the buyer and it is the producer’s 
obligation to correct it. 

It is true that exposure certainly plays 
some part in the automobile insurance 
loss experience. Its effect applies only 
to the frequency of accidents, however, 
and not to the severity. W hile it is true 
that the person who travels only 240 
miles per month has less exposure, and 
less chance of having an accident due 
to this exposure, he has the same risk 
of suffering a severe loss. 

Here is a recommended line of ap- 
proach to be used on the prospect who 
believes that he has no need for the 
coverage because of his restricted driv- 
ing: 

“It is quite true that you have less 
chance, with your restricted driving, of 
having an automobile accident. The 
companies have compensated for this 
fact by reducing automobile insurance 
premiums. However, I would like to call 
one important fact to your attention. 
The chance that an accident will be a 
serious one is just as great today as 
ever before and it is that serious acci- 
dent which provides the real purpose 
for insurance protection. You can pay 
for your minor claims without any 
trouble at all but when a serious acci- 
dent occurs, you are going to want fi- 
nancial assistance to pay the bill. We 
must remember that any one mile can 
bring an accident and any accident can 
be a serious one.” 


An Effective Answer 


Here is another answer which 
proves effective: 

“You have been buying war bonds, 
and so have I. No doubt you have in- 
vested in bonds for two reasons: First 
of all to help your country in a time of 
financial need, but also you consider it 
worthwhile savings for your own future 
financial security. 

“One automobile accident without in- 
surance can take those war bonds plus 
any other savings you may have. It can 
also mortgage your future for many 
months to come. Isn’t it much more 
reasonable, rather than to run this risk, 
to budget this small insurance premium 
and make sure that whatever you save 
now will be yours after the war is 
over?” 

Those agents who are now most suc- 
cessful in automobile production attrib- 
ute their success to these reasons: 

1. Personal calls on renewals. This 
enables them to answer the objections 
of the policyholder before he has come 
to a definite decision. 

2. Quote the whole line. An addition- 
al coverage here and there goes a long 
way toward compensating for rate re- 
ductions. Medical reimbursement is the 
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War Workers Are Profitable 


Source of Business 


War workers with bulging pay en- 
velopes are prime prospects for auto- 
mobile insurance at the present time. In 
Detroit, Ralph Fluckey, Travelers, has 
made an outstanding record writing 122 
new automobile risks in 1942, his second 
year in the business. K. W. Coleman, 
assistant manager, reports that about 
of Mr. Fluckey’s business comes 
from war workers. Mr. Fluckey ad- 
justs his time schedule to the main 
source of his business, calling on pros- 
pects at their homes from 11 a. m. to 1 
p. m. and 6 p. m. to 8 p. m. Mr, Fluckey 
finds that approximately 30% of his 
automobile orders are secured from con- 
tacts on other lines such as fire, fur coat 
floaters, etc. He gets appointments 
with his people and calls on them at 
the expiration dates of the various lines 
of coverage. 


Procedure Followed 


Mr. Fluckey’s records are such that 
he knows the shifts on which the men 
are working and when he calls at a 
prospect’s home on an expiration the 
latter is notified by telephone or card 
that he is coming. In a number of 
cases he has been able to sell automobile 
insurance over the telephone. He de- 
livers the policy personally and at that 
time secures a substantial down pay- 
ment and arranges for the balance to be 
sent to him. Therefore he eliminates 
time spent in collections. Mr. Fluckey 
makes definite payment arrangements. 
If the premium has not been paid on the 
second notice sent out a letter with a 
personal salutation is written on the bill 
setting forth these ideas: 

“Won’t you please send in the pre- 
mium and save the available gasoline 
and tires to be used for those who have 
been unfortunate and suffered a claim? 
Claim service rather than collection 
service is the best personal service to 
the policyholders.” This plan, Mr. 
Fluckey finds, has worked very satisfac- 
torily. 


Maps Out the Calls 


When contacting his prospects or as- 
sured Mr. Fluckey maps out his calls 
so that they are conveniently located 
geographically. Thus he saves time, 
gasoline and tires. In following up re- 
newals he endeavors to increase his 
$5,000/$10,000 limits to $10,000/$20,000 
and adds $500 medical payments cover- 
age. He has placed every one of the 
contracts so issued and therefore main- 
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best “extra,” but some people who for- 
merly passed up collision, now are buy- 
ing. The reasons are: lower rates and 
the knowledge that repairs are more 
costly. 

Many Uninsured Cars 


3. New business, coming from former 
policyholders of agents now in the serv- 
ice, and from persons who have the 
money to buy. This latter group is im- 
portant. The percentage of uninsured 
cars on the road is high. Many of those 
uninsured cars are being used in “share 
the ride” agreements. The owner can 
afford the protection and his need is 
apparent. A local campaign on “share 
the ride’ motorists has achieved worth- 
while results in new business. 

Whatever the individual agent’s situ- 
ation or prospects may be, there is one 
important point that ‘he must keep in 
mind. This is the time for postwar plan- 
ning. The agent who will be in the best 
position to capitalize on any future buy- 
ing market will be the one who has 
taken the best care of his clients today 
To neglect the automobile business to- 
day will mean the loss of many prem- 
ium dollars in the future. To work the 
line intelligently and efficiently today 
will pay its own dividends—today and 
in the future. 


tains his premium volume which other- 
wise would have been reduced. 

His manager declares that the key to 
Mr. Fluckey’s ability to produce and 
service a large number of automobile 
risks is his definite planning methods for 
the soliciting of new business and the 
handling of his renewals with a mini- 
mum traveling effort and minimum time 
spent on collections. He maintains very 
close contact with all his clients, there- 
fore cutting down to a minimum loss of 
renewal business and securing maximum 
results for his efforts in the creation of 
new coverages. He works very closely 
with recommendations from his satisfied 
clients to the prospects. He, therefore, 
secures prospects from those to whom 
he has rendered a favor. Every claim 
check sent to his assured is sent special 
delivery. This makes a hit. 





SUCCESS IN DECATUR 


Nicholson-Clark & Co. of Decatur, 
Ill., recently started selling insurance to 
factory workers particularly in defense 
industries, the activity being in charge 
of C. M. Nicholson, son of the head of 
the agency. He says with regard to 
plans adopted. 

“As new people moved to Decatur 
with the coming of defense industries, a 
problem developed as to the best method 
of contacting them. No one was allowed 
in the plants during working hours un- 
less they had business essential to the 
war industry. We finally decided to 
canvass the occupants of the new de- 
fense houses in Decatur. 

“I started by taking a group of these 
houses and calling upon the occupants 











27,800 Persons Killed 
in Auto Accidents 
Despite the gratifying 30% re- 


duction in automobile accident 
deaths, the annual toll in 1942 
was still deploring with 27,800 
persons meeting death. In addi- 
tion there were 1,000,000 injured 
in automobile accidents, approxi- 
mately 80,000 of whom were per- 
manently disabled. 








during the day. This, I very quickly dis- 
covered, was not the right time, as either 
the husband was at work or, if a night 
worker, was asleep. I determined the 
most satisfactory way of contacting 
them was to call upon them between 7 
and 9 in the evening. This time seemed 
to be right between the day and night 
shifts. I usually found the husband at 
home. I then started taking two nights 
each week to call on these people, and 
I have had moderate success in selling 
them. As an entree, I used automobile 
insurance, as 90% of these workers used 
cars. Although I did not sell all of 
them, I did find they were very good 
prospects and usually gave me the ex- 
pirations of their automobile insurance. 
I had some success in selling them fire 
and extended coverage on their house- 
hold goods. Those that I sold paid 
cash, and there was no financing of pre- 
miums. 

“TI did also find that 90% of these 
people, who are newcomers to the town, 
seemed very glad to have me call upon 
them and usually demanded some of 
my time for visiting. We feel in this 
office that should we consistently fol- 
low this method of solicitation, we will 
succeed in developing business that 
otherwise we could not possibly put on 
our books. In fact, some of the people 
whom I have sold have come into the 
office and inquired about other types of 
insurance.” 
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Wide Field Still Available for 
Automobile Insurance Producers 





By K. E. CARPENTER 


Vice-President Commercial Standard of 
Ft. Worth 


Automobile insurance, an outstanding 
special interest of the whole insurance 
field for the last two decades, today 
faces a test from which fire and life 
insurance have over the years emerged 
time and again with flying colors. A 
twentieth century development within 
the life-time ef easily the majority of ac- 
tive insurance people, the automobile 
and its numerous legal liability expos- 
ures—ever expanding, ever on the in- 
crease—have been inspiration to thous- 
ands of insurance production men. The 
selling and the solicitation of automobile 
insurance has been the entree to thou- 
ands of accounts. Fraught with a multi- 
plicity of problems, directly keyed to the 
growing pains of the world’s greatest 
nation and that nation’s greatest young 
industry, the automobile insurance busi- 
ness, through the combined efforts of 
agents and companies, has moved stead- 
ily ahead. 


Great Opportunity Today 


Share and share alike due credit for a 
remarkable growth in the volume of 
automobile insurance premiums, these 
agents and these companies must now 
work closer together than ever before. 
The problem is not only that of main- 
tenance of commission income for pro- 
ducer and premium volume for company, 
but also of taking full advantage of the 
greatest opportunity to popularize auto- 
mobile insurance that has ever presented 
itself. If we automobile insurance men 
do not make the most of this oppor- 
tunity, we shall have dropped back when 
the command was forward, we shall 
have failed a real obligation to carry on. 


The battle plan is one with which we 
Americans are supposed to be more fam- 
liar than any other of the world’s peo- 
ples. It is work, Agents and producers 
owe it to their companies to labor un- 
ceasingly and intelligently and efficiently 
for the production of business. Com- 
panies are obligated to their agents to 
give them the utmost in cooperation, to 
give them selling aids synchronized with 
the times, to give them rates adjusted 
to conditions. 

The years 1940, 1941 and 1942 saw 
thousands become automobile owners 
for the first time. By far the greater 
portion of these automobile sales were 
financed, with required material damage 
insurance purchased. Some were sold 
bodily injury and property damage lia- 
bility coverage; many were not sold. 
A vast field for solicitation still exists 
in this group. To many, the required fire, 
theft and collision coverage was their 
introduction to the business of insurance. 
The seed has been sown—we should 
reap a full harvest. These thousands 
should continue to be insurance com- 
pany policyholders long after their cars 
are paid for, They are ripe prospects 
for both material damage and liability 
coverages. Many of these thousands 
have moved from their original homes 
to parts of the country having more 
industrial activity; many will remain in 
their new homes after the war. All of 
these are potential accounts for the ac- 
tive agent, not only for automobile cov- 
erages but also for other forms of pro- 
tection. They have been introduced to 
insurance; they must be kept sold on its 
worth. 


Women as Insurance Prospects 


As _ never before and as a class, the 
working women of our country are to- 
day a relatively untapped group of pros- 
pects. Many of them own an automobile 
for the first time, and their incomes are 
at the highest point in history. Sell them 
full automobile coverage. The working 
women of today will be the new house 
wives of after the war; sell them now 


on insurance protection and they will 
sell their postwar families. 

Wartime conditions have brought the 
initiation of a variety of new covers un- 
til today every person who owns an au- 
tomobile or who operates one or who 
rides in one is a prospect. Never before 
have producers had such a vast market 
of potential auto policyholders on which 
to work, and never before such varied 
forms of protection to offer. Producers, 
intent on the immediate commission in- 
come, will also recognize that today’s 
purchaser of a low cost cover may quite 
possibly be the seed of a valued post- 
war account. 


Business Principles Stable 


Basically, business development and 
business preservation principles change 
but little over the years. But, the cob- 
webs will gather and lethargy will get 
the upper hand if we are not ever on 
the alert. Agents who are on their toes 
kave already found out that rubber and 
gasoline rationing bug-a-boo talk is out 
of place; but, the business will slide 
if you don’t keep it sold. The average 
American family has not yet garaged 


its car for the duration; on the contrary, 
Mr. Average American’s automobile is 
still used just about every day in the 
week. Mr. Average American values 
that car as never before and he wants 
to keep that property covered; he knows 
that he can still have accidents and he 
wants protection against claims. Trite 
though it may be, there is no truer state- 
ment than the oft used “you need auto- 
mobile insurance no matter how little 
you drive.” Too, don’t forget that there 
is good coverage available for every 
pocketbook, 

Mr. Producer, it may be that you are 
one of that group which hasn’t really 
sold automobile insurance for years— 
perhaps you’ve only been soliciting auto- 
mobile insurance. If this means you then 
it also means that today you have got 
to get out and sell—not just solicit. 
Plans for retaining business and plans 
for building business have crowded your 
mail and your mind and your desk for 
years. Company men have shoved them 
at you until sometimes you’ve hoped you 
had seen the last special agent for a 
long time to come. 

Many of these plans—your own brain 
children or those of the companies—are 
workable now—drag out the better ones 
and have a try—you'll be pleasantly sur- 
prised. 

Right here, Mr. Producer, lest you 
think I’m trying to load the whole bur- 
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den onto your broad shoulders, let me 
say that your companies will be in the 
thick of the battle right at your side. 
The responsibility and the burden are 
(CONTINUED ON PAGE 19) 
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ALLSTATE INSURANCE COMPANY 


Financial Statement — December 31, 1942 


United States Government Securities. .......$5,552,365.00 


Municipal, Public Utility, Railroad and Other 
i Re ee ee ae eer 


Stock of Affiliated Company—Alllstate Fire In- 
CERES SGOT 6 oco0cc cc esex css 


NN ME ee oil orw oi anteincnw ee eicoris 
First Mortgage Loans on City Real Estate.... 


et I conc ak cndededcadad 
Cash in Banks and Office............ 
Premiums in Course of Collection. .... 
Accrued Interest and Other Assets... 


TOTAL ADMITTED ASSETS........... 


Reserve for Taxes—payable in 1943..... 
Reserve for Expenses—payable in 1943. . 
Reserve for Dividends on unexpired policies... . 


Reserve for Contingencies—a voluntary reserve 
for additional protection of policyholders. ... 


Reserves—Miscellaneous .............. 


ei Bi ae 
Capital Stock Outstanding. . . .$1,000,000.00 


Surplus as regards policyholders... . 
TOTAL LIABILITIES AND CAPITAL.. 
All eligible bonds amortized. All others bonds and all 


stocks valued at market prices as approved by the Na- 
tional Association of Insurance Commissioners. 


ALLSTATE 


vy xk tk ook «Financial Statement, December 31, 1942 


Investments: 


491,118.00 


Reserve for Losses—a reserve to meet payments 
on accidents which have occurred.... 


Reserve for Premiums collected but not earned. 2,335,844.99 


eaeenes WE evetee et ats 119,428.00 
Lae 634,804.00 NE a i ios oa ake C000 0606 weee owns 218,136.00 
es 697,066.00 First Mortgage Loans in City Real Estate 105,364.97 
372,636.96 
aT es eae Total Investments ........ .. «+. $2,086, 100.97 
oie sam $7,747,989.96 Cash in Banks and Office 154,652.59 
Erewssis 1,025,008.05 Accrued Interest and Other Assets 24,818.40 
ee 751,048.65 scitameenngeain 
eiratam 307,737.29 TOTAL ADMITTED ASSETS. . $2,265.571.96 
errr Pm 
LIABILITIES 
Reserve for Losses—a reserve to meet payments 
on accidents which have occurred... .. -»+-$ 98,957.00 
Bie $2,728,402.29 Reserve for Premiums collected but not earned.. 798,864.54 
Reserve for Taxes—payable in 1943 277,726.01 
awn ie se 878,466.16 Reserve for Expenses—payable in 1943... 35,996.88 
eins aamncae Reserve for Dividends on unexpired policies. . 34,566.59 
Reserve for Contingencies—a voluntary reserve 
500,000.00 for additional protection of policyholders. . 150,000.00 
et oe 40,940.71 Reserve—Miscellaneous 2,146.79 
Tels $6,892,117.97 TOTAL LIABILITIES $1,398,257.8) 
Capital Stock Outstanding $300,000.00 
1,939,665.98 a eee 567,314.15 
paren 2,939,665.98 Surplus as regards policyholders seoeee 867,314.15 
F oitigiiabis $9,831,783.95 TOTAL LIABILITIES AND CAPITAL. . $2,265,571.96 


All eligible bonds 
stocks valued 


ALLSTATE FIRE INSURANCE COMPANY 
Financial Statement — December 31, 1942 


United States Government Securities 


Municipal, Public Utility, Railroad and Other 


at market prices as approved 
tional Association of Insurance Commissioners. 


KwWwwW KY 


ASSETS 


. .$1,643,172.00 





amortized. All others bonds and ali 
by the Na- 
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Use a Planned Program 


Reduction in Automobile Premiums Can 
Be Overcome by Following a Regular Course 





By CARTER A. BAKER 


Manager Casualty Department Leedom, O’Connor & Noyes Co., Milwau- 
kee and President Milwaukee Board Casualty. & Surety Underwriters 


It is an established fact that war has 
reduced automobile rates which results 
in lower commissions. It is a “must” 
with the progressive agency to overcome 
the reduction. A discussion of ways and 
means of recovering lost premium dol- 
lars is timely. 

A planned program should first be 
adopted that shou'd embrace well-known 
and essential coverages which agents 
regularly observe, but do not follow 
avaneumanioniier An illustration: increased 
limits, guest medical payments, compre- 
hensive material damage, towing and 
road service, collision and drive-other- 
car coverage. 

Automobile accidents have not taken 
a holiday, and personal injury claims 
continue to run high. Standard limits 
are often inadequate. How would you 
like to face a policyholder whose loss 
far exceeds the limits of liability of his 
policy? It is important that limits of 
policyholders be investigated to deter- 
mine the degree of security in each 
policy. The $10,000/$20,000 limits cost 
only 15% more than standard limits for 
private passenger cars and offer twice 
the protection. 


Comparison in Cost 


The comparison of cost in terms of 
each $1,000 of accident limit is often 
advisable. For example, Wisconsin Ter- 
ritory I rates, Class A, cost $1.40 
per $1,000 for $5,000/10,000 bodily 
injury limits, as compared with the cost 
of only 36 cents per $1,000 for $25,000/ 
$50,000 bodily injury limits. It is better 
that the assured have limits in excess 
of the verdict, than to have been under- 
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Verdicts in automobile accident suits 
follow close behind when living costs 
and wages climb high. You not only 
need automobile liability insurance now 
more than ever before but you need 
higher limits. 


insured and compelled to pay o1* of his 


own pocket. It is increasing]. dent 
that the trend in verdicts is fc ygher 
limits. Higher bodily injury imits 


should be sold to protect policyholders’ 
homes, cars, and savings accounts. 

Not many policyholders have knowl- 
edge of the guest medical payments 
coverage, to say nothing of their under- 
standing of its full application. Do they 
know for a small cost this important 
coverage can be added to the bodily 
injury liability in amounts of up to $250 
and $500 and as high as $2,000, and pays 
medical and funeral expenses of any 
member of the policyholders’ family or 
any guest of the policyholder who may 
be injured or killed while in the policy- 
holder’s car? It is also possible for 
the named assured to purchase this cov- 
erage in some states. Many policyhold- 
ers are carrying more passengers, espe- 
cially those engaged in  ride-sharing 
plans. These conditions create the need 
of medical payments coverage. In many 
cases this coverage can be automatically 
included in the renewals, but the policy 
should not be delivered and premium 
accepted without the assured’s knowl- 
edge and understanding of the medical 
payments coverage. 

The “old-fashioned” fire, theft, and 
windstorm policy is occasionally discov- 
ered among the contracts of insurance 
held by policyholders. These policies 
could be modernized. This is the com- 
prehensive era. The comprehensive 
automobile insurance policy offers the 
broadest protection—protection against 
all physical loss or damage to the pri- 
vate passenger car, excluding only the 
perils considered uninsurable. The ex- 
clusions are defined, and all other loss 
or damage is insured. Important perils 
insured are: fire, theft, hail, earthquake, 
cyclone, tornado, windstorm, flood and 
rising waters, explosion, falling aircraft, 
strikes, riots and civil commotion, sand 
storms, vandalism and malicious dam- 
age, breakage of door handles and/or 
tire locks due to attempted thefts, and 
breakage of glass from any cause, in- 
cluding collision or upset. It is advisable 
to convert existing “old-fashioned” fire, 
theft and windstorm coverage to com- 
prehensive, the cost of which is nominal. 

“Towing and labor costs” is too fre- 
quently overlooked by the agent. Cov- 
erage pays up to $10 for each disable- 
ment towing and labor cost, “provided 
the labor is performed at the place of 
disablement.” Very often policies can 
be renewed with this coverage auto- 
matically provided and the assured noti- 
fied of its inclusion. 


Selling Collision Coverage 


A greater service can be rendered to 
policyholders by selling them collision 
coverage at the reduced rates for passen- 
ger cars. Many policyholders believe 
collision insurance is too costly, because 
they have in mind the high rates that 
once prevailed. Policyholders are proud 
owners of automobiles and they take 
pride in keeping their cars neat and in 
good mechanical condition. They do 
not know when they will again be able 
to buy a new car. It’s expensive to 
repair damages because of high cost of 
labor and the increase in cost of parts. 

Collision insurance fills the bill. Sug- 
gest and explain the convertible and 
deductible forms as may be applicable 
to the assured’s needs. This is the time 
to include this important coverage in 
the over-all protection. 

The national standard automobile lia- 
bility policy and some others contains a 


other private 
without cost. 
carefully 


provision for “Drive 
passenger automobiles” 
This provision should be 
analyzed to become fully acquainted 
with its breadth and limitations. The 
coverage should be carefully explained 
to the policyholders and an attempt 
made to tailor the contract to the indi- 
vidual requirements. 


Free Drive Other Car Cover 

The “free” drive other car coverage 
covers any other private passenger car 
not owned by the assured but occasion- 
ally borrowed or hired. The coverage 
as provided by the policy does not fill 
the gap for all situations. It does not 
apply on the passenger car not owned 
which is regularly used or rented by 
the assured, nor does it cover all types 
of automobiles and motorcycles. Rela- 
tives residing in the same household of 
the assured are not covered. These con- 
tingencies can be covered by the broad 
and relatives form of drive other auto- 
mobiles and private passenger cars for 
a small additional premium. 

The loss of a renewal is sometimes 
prevented by having pointed out the 
value of the drive other car coverage. 
The “medical” has been an important 
factor in renewing policies. ‘“Suspen- 
sions” should be resorted to in cases 
where there is an inclination to return 
policies on account of the car being out 
of operation. 

Your service to the policyholders is 
not complete until you have informed 
him of each of the coverages mentioned 
herein. If you have rendered this com- 
plete service to your risks already on 
the books, your attention can best and 
fairly be directed to the solicitation of 
new automobile premiums. 

Do all your comprehensive (fire, theft 
and windstorm) policyholders have pub- 
lic liability and property damage? This 
is certainly one good source of new 
public liability and property damage 
prospects. Accidents happen daily. 
Maybe your comprehensive policyholder 





CARTER A. BAKER 


will be the next to have a costly acci- 
dent, so if you have failed to provide 
complete protection you will be indicted 
for careless attention to your profession. 

The 35 mile per hour speed for the 
conservation of rubber does not carry 
immunity against accidents. The pros- 
pect whom you will next call on can 
hold an “A” ration card, but that does 
not keep him from being involved in a 
serious accident which is likely to result 
in a substantial verdict. As out of place 
as it may seem, many automobile own- 
ers have implicit faith in the security 
of all these restrictions being accident 
proof in the operation of their cars. 
This group includes people who at one 
time would not be without public lia- 
bility and property damage, but dropped 
it on account of curtailed operations, 
and the other class who have always 

(CONTINUED ON PAGE 19) 
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FieNATIONAL UNDERWRITER 


Rhode Island Agency’ s Auto 
Volume Is Maintained 


Despite substantial rate reductions 
and curtailed driving restrictions in the 
east, Carleton I. _ 

Fisher of G. L. & @ 

H. J. Gross, Provi- 
dence, R. I., reports | 
that his agency’s | 
1942 automo bile 
premiums did not | 
drop below the 1941 
volume. Mr. Fisher, 
who is prominent in 
the National Asso- 
ciation of Insurance 
Agents, reports that 
despite the fact that 
some cars were laid 
up and no new ones oO. & Weer 
were available, his 

agency was able to hold its own by 
placing insurance on new risks and 
writing additional coverages on existing 
business. 

“It looked as though the substantial 
rate reductions were going to make a 
big hole in the premium volume,” Mr. 
Fisher commented. “But they ‘didn’t. 
This move actually encouraged many 
persons who might have laid up their 
cars to keep them on the road. It also 
made it much easier to sell liability in- 
surance to persons who had never pre- 
viously bought it. 


Share-the-Ride Clubs 


“We find that with so many cars 
being used by share-the-ride clubs there 
is an increased realization on the part 
of the owners of the danger of claims 
arising out of injuries to riders in the 
cars. Most of these owners are now 
earning high wages in war plants and 
can easily afford the comparatively low 
premiums. They are also conscious of 
the increased danger of accidents be- 
cause of the dim-out we have on this 
coast which really makes driving con- 
ditions very bad. Accidents have not 
decreased sharply as was expected when 
the speed limits were lowered as the 
accidents caused by the dim-outs have 
replaced those avoided through lower 
speeds. 

“If cars are to be driven into govern- 
ment reservations liability insurance is 
usually a requirement. All of these 
points have aided in the sale of new 
business, especially to clients on our 
books who have formerly bought only 
fire and theft insurance. This consti- 
tutes any agent’s best prospect list. 

“I do not know what is going to 
happen to the cars that only have ‘A’ 
rations on this coast now that the ra- 
tions have been cut in half as this allows 
practically no driving—only 90 miles 
per month. However it is felt that 
many of these people have been using 
their limited rations to drive to work 
and will be eligible for increased rations. 
The tendency here has been for people 
to keep their cars on the road no matter 
how little gasoline they get. Cancella- 
tions for this reason have not been 
many. Insurance has been canceled by 















2 /ON HER AND WITH NO 
S| FINANCE PAYMENTS , 


men going into the service but in the 
majority of cases the cars are turned 
over to members of the family and con- 
tinue in use. We have noticed a num- 
ber of new cars being insured now that 
the restrictions on their sale have been 
lowered. 

“Because our renewal rates are so 
much lower than the policyholders paid 
last year we have tried to make this up 
through the sale of $500 medical pay- 
ments coverage, including the insured, 
on every policy covering a private pas- 
senger car. The annual premium here 
is $4 and in very very few cases is 
this refused by the insured. We have 
also tried to increase the limits of lia- 
bility, especially from  $5/10,000 to 
$10/20,000 and again this is accepted in 
most cases. As a result the renewal 
premiums are usually brought back up 
to last year’s premiums. There has 
been no reduction in commercial car 
premiums either although the bodily in- 
jury rates have recently been cut 20%. 

“I can’t remember when we have had 
anyone recently want to just drop his 
insurance. Most people realize they 
need it more than ever so we do not 
have to use much salesmanship on 
them. I think this will continue so long 
as everyone has a job and is making 
good money. 

“There is only one thing that is pre- 
venting us from sharply increasing our 
business through the sale of new poli- 
cies and that is what is handicapping 
most agencies, namely manpower short- 
age. We have the opportunities but can 
not take advantage of them to sell new 
business. Every agent with an office 
of any size has had men go into the 
service and we are no exception. The 
existing business requires a lot of serv- 
icing and we have to take care of the 
personal business of those who have 
gone away. As a result there is no time 
for campaigning for new business. We 
don’t seem to have time to take care of 
the business we already have. 

“Our fire and theft premiums are also 
increasing. This is primarily due to the 
fact that the insurance on cars financed 
before manufacture ceased have been 
renewing with agents, whereas formerly 
many of them no sooner paid for one 
car than they financed the purchase of 
another and it was not insured through 
an agent. The cycle will about run out 
next August. However many of these 
people are prospects for liability insur- 
ance and have been educated to carry 
collision insurance by the finance com- 
panies. 

“We have had some success in selling 
collision insurance to policyholders 
especially since the rates have been re- 
duced. People are very conscious today 
of the fact that their cars are very 
valuable as they can not be replaced in 
many cases and the cost of repairs is 
very high. So we have no trouble in 


renewing fire and theft policies even 
when the cars have been laid up. 







SHES REALLY 
MINE NOW! IVE 
PAID UP EVERY CENT 


‘LL BE IN THE DOUGH: 


Thousands of installment buyers have finished paying 
for their cars but with second hand car values up they 
need insurance protection more than ever before. Are 
you going after this buisness? 














GONE ARE THE DAYS when a 
drawer full of policies was the proof of 
complete insurance. Broad coverage 


under a few policy forms is the rule today. 


The General Accident—Potomac Com- 
bination Policy offers the best in Auto- 


mobile insurance to the buying public. 


In these days as never before policyholders 
seek security. Rugged financial strength 
stands back of the General Accident— 


Potomac Policy. 


GENERAL ACCIDENT 


FIRE AND LIFE 
ASSURANCE 
CORPORATION, Lro. 


POTOMAC INSURANCE 


COMPANY 
OF THE DISTRICT 
OF COLUMBIA 


GENERAL BUILDINGS, PHILADELPHIA 
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Stock Fire Auto Premiums Decline 


47.7% With Decreased Financing 


Curtailment of new automobile manu 
facture and sales because of the war 
and the consequent loss of finance busi- 
ness sharply reduced the automobile 
premiums of stock fire insurance com- 
panies in 1942. After establishing a new 
all time high of $277,010,601 in 1941, the 
total in 1942 shrunk to $144,727,017, a 
decrease of $132,283,584, or 47.7%. Not 
since 1935 have the automobile prem- 
iums of stock fire companies reached so 
low a figure. In that year total prem- 
iums were $101,095,868. In 1934, they 
were $79,098,183. In 1936 they rose to 
$155,135.588 and except for 1938 they 
have steadily risen since the depres- 
sion. 

With premiums running off more rap- 
idly than liability, it is natural that the 
loss ratio in 1942 should have gone up 
sharply. It was 77.0 in 1942, compared 
with 50.6 the preceding year and 43.8 
in 1940. 


Should Be More Normal in 1943 


Stoppage of new automobile manu- 
facture in 1942, following a year when 
new car sales reached swollen propor- 
tions as motorists bought heavily in an- 
ticipation of the war restrictions made 
1942 an extremely unusual one, The re- 
duction in collision premiums probably 
did not affect the totals in 1942 very ma- 
terially, The decrease rose very largely 
from the disappearance of finance busi- 
ness. With this large amount squeezed 
out of the total premium figures in 1942, 
automobile insurance men do not antici- 
pate fluctuation of any such proportions 
in 1943. Premiums should level off, and 


the business should follow a more nor- 
mal pattern this year. 

That a large portion of stock fire 
premiums prior to 1942 were represent- 
ed by finance business is dramatically 
illustrated by the fact that although 


York, with a loss of 77.1% of its prem- 
iums, went from second to third. 
Emmco, fourth last year, dropped out 
of the leaders’ table altogether with a 
loss of $5,937,797 in business, and Trav- 
elers Fire moved into fourth position. 





TEN STOCK FIRE AUTO LEADERS 


Prems. Prems. % Prems. Prems. 

1942 1941 Decr. 1940 1939 
1. General Exchange. .$ 8,459,794 $39,620,518 —-78.6 $25,283,257 $26,540,914 
2. Hartford Fire 5,971,590 8,741,210 —31.6 7,760,264 6,816,938 
ee eee 5,950,721 26,081,500 —77.1 25,094,142 21,696,083 
4. Travelers Fire . » 4,895,162 5,115,160 —4.30 4,136,753 3,405,989 
5. Amer. Auto Fire... 4,706,090 4,863,192 —3.23 4,059,882 3,329,168 
6. Automobile ........ 4,125,621 4,661,686 —11.5 3,925,315 3,317,622 
7. Firemen’s, N. J..... 3,704,913 3,892,864 —4.83 3,055,461 2,364,705 
8. National, Hartford 3,241,156 4,847,415 —33.1 4,117,727 3,906,969 
9. Ins. Co. N. Am.... 2,686,697 3,891,448 —30.9 3,287,697 2,665,897 
10. Fid. & Guar. Fire.. 2,509,800 2,705,839 —7.25 2,147,986 1,799,792 





General Exchange, which occupied first 
place among the leaders in 1941 with 
$39,620,518, lost $31,160,724, or 78.6% 
of its premiums, and still retained its 
hold on first place with $8,459,794. 


Many Changes in Leaders’ List 


It is characteristic of what happened 
to the leaders’ table this year that the 
companies showing the least decrease 
made the greatest gains in position. 
Hartford Fire, which lost only 31.6% 
of its business, moved up from third 
to second place, while Home of New 


Aetna Fire was another leaders’ casualty, 
while American Auto Fire moved up 
from 10th to fifth. Calvert Fire, Con- 
tinental, and Service Fire of New York, 
among 1941 leaders, are not represented 
this year. Three, Calvert, subsidiary of 
Commercial Credit Corp., Service Fire, 
Commercial Investment Trust subsid- 
iary, and Emmco, affiliate of Associates 
Investment Co., South Bend, Ind., are 
connected with finance companies. Au- 
tomobile, Firemen’s of Newark, Nation- 
al Fire of Hartford, North America, and 
Fidelity & Guaranty Fire, in that order, 


are newcomers this year. The violent 
fluctuations in premiums is indicated by 
the fact that Firemen’s lost only 4.83 
and Fidelity and Guaranty Fire only 
7.25% while National lost 33.1 and 
North America 30.9%. National Fire in 
1941 was edged out of tenth place rank- 
ing by only a slight margin, the place 
going to American Auto Fire. 

Two companies in the table in 1941, 
Canadian Fire and West American, 
were transferred to the full cover table. 
New companies included this year for 
the first time are Appalachian of Rhode 
Island, formed in 1941 by Union Mutual 
Fire interests of Providence, R. I., Cap- 
ital of New Hampshire; Equity Fire, 
stock carrier formed by the Bruce Dod- 
son reciprocal interests of Kansas City; 
Farmers Fire of Pennsylvania. British 
& Foreign and Seaboard of Maryland, 
which were not included in last year’s 
table, appear this year and show figures 
for both 1941 and 1942. The 1941 figures 
have been adjusted to take into account 
the shifting of companies to other tables 
and the additions. 

Industrial of Denver also is new to 
the table, as is Bituminous Fire & Ma- 
rine, organized in 1942 by Bituminous 
Casualty and Centennial, affiliate of At- 
lantic Mutual. North American Fire & 
Marine Reinsurance, a new addition in 
1941 to the Swiss reinsurance group, is 
a newcomer, and Secured F. & M. of 
Indiana, a new company. William Penn 
Fire is now writing auto business and 
sc is in the table for the first time, 


Stock Fire Auto Premiums and Losses in 1942 








1942 1941 
Inc. Inc. 
Net Paid Loss or Dec. Net Paid Loss or Dec. 
Prems. Losses Ratio in Prems. Prems Losses Ratio in Prems. 
$ ° $ $ % $ 

Aetna Fire .. 2,494,008 2,890,929 115.5 —4,546,798 7,040,806 3,693,259 62.4 +4+1,270,079 
Agricultural... 1,232,963 948,399 76.5 —740,667 1,973,630 1,011,153 51.2 + 294,477 
Albany 91,128 48,010 53.0 —14,489 105,617 48,900. 46.2 + 24,953 
Allemannia .. 154,581 103,966 67.0 —94,773 249,291 101,597 40.7 + 74,365 
Alliance, Eng. 335,118 183,198 54.0 —138,928 474,046 202,588 42.7 + 52,685 
Alliance, Pa.. 302,253 163,315 53.5 —135,534 437,787 192,834 44.0 +67,921 
Allied, N. Y.. 101,163 17,534 17.2 + 6,611 94,552 17,661 18.6 + 12,256 
Allstate F., Ill. 1,706,416 598,584 35.0 —19,519 1,725,935 667,802 38.6 + 616,139 
Am. Alliance. 168,127 77,503 46.0 —29,196 197,323 89,191 45.2 + 33,392 
Am. & For... 109,355 48,207 44.0 —?2,552 111,907 39,768 35.5 + 37,238 
Am. Au. Fire 4,706,090 1,614,753 33.5 —157,102 4,863,192 1,900,345 39.0 + 803,310 
Amer. Central 353,784 230,316 65.5 —154,028 507,812 259,980 61.1 + 107,432 
Amer. Eagle... 533,062 415,491 78.0 —441,168 974,230 409,195 42.0 + 545,037 
Amer. Equit.. 370,396 228,205 60.0 —165,945 536,341 246,739 46.0 + 80,411 
Am. Fire, Tex. 98,025 71,551 72.5 —55,361 153,368 66,698 43.4 + 67,289 
Amer. Home.. 93,468 77,236 83.0 —89,263 182,731 189,965 103.9 —261,745 
Amer., N. J.. 2,103,166 1,030,073 48.5 + 3,753 2,099,413 1,174,827 55.9 + 492,750 
Amer. Mot. F. 151,876 36,430 24.0 + 73,396 78,480 12,589 16.0 + 77,126 
Amer. Reserve —7,384 50,252 ae —186,725 179,341 70,176 39.1 + 98,515 
Am, States F. 108,048 66 ace . covaieee . |@iree go eos <is | ‘aiaereeee 
Am. Sec., Ga. 96,766 132,877 137.5 —346,085 442,851 259,767 58.6 —85,070 
Anchor, R. I. 152,118 69,842 465.5 + 19,979 132,139 65,750 49.7 —4,464 
Appalach., R.I, 4,416 se i “¢s0088 #60000  j-Weests See. \slewen 


Ratio of Medical 
Payments to P. L. 
Premiums Shown 


The automobile medical payments en. 
dorsement is one of those coverages 
that makes a strong appeal to automo- 
bile assured, is comparatively easy to 
sell, produces a substantial amount of 
premiums, and has given the companies 
a satisfactory experience. 

Just what the endorsement represents 
in the way of total premiums is not 
known because a great many insurers 
do not break down the automobile lia- 
bility account to these figures. Some of 
the companies, however, do keep a 
check on medical payments premiums, 
and in reporting their business for the 
annual automobile number 57 insurers 
included this separation. The companies 
included stock full cover and casualty, 
mutual full cover and reciprocal full 
cover, and had total auto liability prem- 





1942 


‘ 1941 


=, 
Inc. Inc, 
Net Paid Loss or Dec Net Paid Loss or Dec, 
Prems. ae Ratio in —_—" Prems Losses Ratio in Prems, 
% $ % 
Assoc. F. & M. 81,620 23,220 28.5 + 2,464 79,156 13,236 16.7 + 21,936 
Atlas, Eng.... 478,459 252,054 53.0 —76,392 554,851 256,592 46.2 + 131,007 
Automobile 4,125,621 1,471,300 35.0 —5 36,065 4,661,686 1,756,275 37.6 + 736,371 
Balti. Amer.. 115,114 235,922 204.5 —391,142 256 287,470 56.7 —16,576 
Balti. Natl... In voluntary liquidation 5,397 4,863 90.1 —1,650 
Bankers F.&M. 3,187 2,404 65.5 —361 3,548 1,540 43.4 + 2,575 
Bank & Ship. 1,328,033 1,053,473 80.0 —959,234 2,287,267 1,392,989 60.9 —131,897 
Birm’am, Ala. 39,081 66,275 169.5 —175,638 214,717 143,422 66.7 + 26,711 
Birm’am, Pa.. 5 me «es . brews 5 28,756 ee —85,013 
Bitum. F. & M. eer —s -« dtenee!  <iteee!. ° seemes Tae 
Boston ...... 575,830 275,594 48.0 —184,350 760,180 293,512 38.6 + 160,317 
Brit. Am., Ont. 20,544 19,537 94.0 —23,929 44,473 21,016 47.2 + 9,986 
Brit. & Foreign 91,128 34,095 34.0 + 33,592 at = =§«-«& 6.6 Bon me)  _~ Samm 
British Gen... 61,111 39,788 65.0 —26,629 87,740 44,920 61.1 + 18,564 
Buckeye Un. F. 154,387 75,368 48.5 +12,772 141,615 45,548 32.1 + 123,590 
Buffalo, N. Y. 392,675 229,307 68.5 —147,546 540,221 266,063 49.2 + 143,144 
Caled.-Amer. . 150,831 110,953 73.5 + 28,654 122,177 24,375 19.9 + 121,851 
Caledonian ... 214,563 218,380 110.1 — 286,076 500,639 222,141 44.3 + 145,982 
California 222,711 144,992 65.0 —96,989 319,700 163,674 651.1 + 67,637 
Calvert Fire.. 771,895 2,667,336 345.0 —5,499,576 6,271,471 2,407,221 38.3 +3,931,193 
Camden Fire.. 990,398 710,222 72.0 —735,028 1,725,426 962,654 55.7 —92,057 
Capital, Calif. 36,452 17,284 47.0 —8,194 44,646 19,884 44.5 +7,311 
Cap., N. Hamp. 9,070 <a * Ree.) ae ee ind 


THIRD COVER) 











One trip in an ambulance costs 
two or three times the annual pre- 
mium for medical expense cover- 
age. 








iums of $19,391,919 and total medical 
payments premiums of $1,102,780, for a 
percentage of 5.69. While the reports 
considered here are partial they are 
probably fairly representative. 

There is a wide difference in the per- 
centage of medical payments endorse- 


ment premiums to automobile liability 
premiums for the various companies, 
some of them running as low as 1% 
and others as high as 12%. This prob- 
ably indicates to some extent the degree 
of effort put behind the medical pay- 
ments coverage. Medical payments 
premiums for all companies probably 
will not run as high as 10% of the 
liability account, although it may run 
higher for some of the companies that 
have pushed it. 


Not Bad Showing 


Considering that the medical pay- 
ments endorsement rate is roughly 
from 20 to 25% of the auto liability rate 
the 5.69% on the present computation 
is not a bad showing. 

The stock casualty companies that re- 
ported had a liability volume of $1,866,- 
278 and $83,637, or 4.48% in medical 
payments; mutual full cover, $10,449,356 
and $616,892, or 5.9%; reciprocal full 
cover, $3,425,964 and $173,426, or 5.06%, 
and stock full cover, $3,650,321 and 
$228,825, or 6.27%. 


Collision Experience Has 
Improved with Credit Curb 


Formerly companies that had a large 
volume of “finance business” got their 
big collision losses in the first three 
months the policy was in force. This 
is not true now. The collision experi- 
ence has improved materially for the 
entire policy period. 

Previously, on financed automobiles, 
because of the widespread “adjustment” 
downward of the down payment, the 
car buyer accumulated little or no in- 
vestment in the car for three or four 
months and cared little what happened 
to the vehicle. The dealer with a $325 
car who had a prospective buyer with- 
out much cash would show the selling 
price at $400 and thus “obtain” a $75 
down payment. 

Government restrictions on extension 
of credit and the requirement of a sub- 
stantial initial payment put a stop to 
this sort of thing. 
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Under wartime conditions your automobile liability in- 
surance costs 25% less while the value of your home which 
it protects from liberal hearted juries has gone up 25°%%—so 
you are in reality receiving 25% more protection at 25°/ 


less cost. 








Automobile Producing 
Opportunities Pointed Out 


(CONTINUED FROM PAGE 8) 


time when he does call than was his 
custom in the past. 

In view of the renewal problems that 
exist some agents are spending one or 
two nights each month and reviewing all 
of their renewals ahead of time to plan 
a renewal program. They sort out those 
for policyholders that they will wish to 
call on the telephone. Into another pile 
20 the renewals that they plan to mail 
and into a third pile they sort those 
that should be covered by personal calls. 
Personal calls may also be sorted by 
neighborhood. This makes it possible to 
spend one or two days in each section 
of the community. The agent may drive 
to the general locality and then walk to 
each call that he has to make and de- 
liver the renewals door to door. One 
agent who has delivered practically all 
ot his renewals through this method re- 
ports that he has secured more than 
enough new business as a result of his 
personal calls on his present policyhold- 
ers to offset the few renewals that he 
has lost. 

The fact that rates have been reduced 
so substantially has presented agents 
pee an opportunity to sell their policy- 
holders more complete protection. Many 
agents are recommending increased lim- 
its, pointing to the increase in jury 
awards. The medical reimbursement 
coverage is also being sold to a great 
many policyholders, Through such meth- 
ods the agent is able to provide broader 
protection for his policyholders at a cost 
that is lower than was paid heretofore 
for less satisfactory coverage. 

The renewal problem also ties up with 
the advisability of maintaining a record 
of cancellations and non-renewals for fu- 
ture solicitation. Many motorists who 
have dropped their insurance will repre- 
sent the agent’s best prospects when 
peace returns. As a matter of fact, a 
number of motorists who laid up their 
cars during the severe winter months be- 
lieving that they might not drive for 
the duration have deen tempted to bring 
their cars out of the garage by the first 
few days of spring. One medium sized 
agency in the east has had 19 reinstate- 
ments within the past few days and other 
agents repert a similar trend in their 
business. 

To the producer the automobile in- 
surance situation with its many prob- 
lems adds up to just one answer. He 
must work harder than ever before. It 
sounds like a man-killing job to add 
on these new problems to the full day’s 
work the intelligent agent has to put 
in during normal times to do a good job 
of servicing his community. But in hun- 
dreds of communities there are agents 
who are keeping their chins up and still 


going after automobile insurance aggres- 
sively. These are the men who today 
are building businesses which are going 
to make them the leaders in agency 
circles tomorrow. One decision every 
egent must make today. Is he willing 
to make the personal sacrifices—to give 
enough of his time and his energy—to 
reach that goal? 





Automobile Situation Is 
Not Entirely Drab 





(CONTINUED FROM PAGE: 12) 
not want to be the agent who failed 
at least to bring this to the attention of 
his clients. 

To take one final look at the record, 
automobile premiums are off. This is 
primarily so because of rate reductions. 
There has been only a slight reduction 
in registrations, and little loss of busi- 
ness, so far, because of cancellations. 

Regardless of everything else, there 
is still a reservoir of uninsured cars to 
be tapped which amounts to 60% of all 
the cars in the country. The passage 
of new financial responsibility laws is 
destined to have a beneficial effect on 
insurance sales. Rate reductions can at 
least partly be offset by selling higher 


limits. B.I. and P.D., and by selling 
medical payments protection (not to 
forget drive-other-cars, which is also 


available for those who have laid up 
their own machines). 

All in all, the picture for the enter- 
prising agent is not black by any 
means. He will have to use his imagi- 
nation, and undoubtedly will have to 
work harder, but his task is not hope- 
less. Omitting the rustic reference, he 
can do a good job for his clients and 
for himself and company if he will be 
like 
Hans Grovendraad, an honest clown, 
By cobbling in his native town, 

Had earned a living ever. 

His work was strong and clean and 

who served at Crispin’s 
shrine 

Was at his trade more clever. 


Wide Field Still Available 
for Automobile Producers 








(CONTINUED FROM PAGE 15) 


joined. The insurance business—produc- 
ers and companies as a whole—will in 
these trying times justify and increase 
the confidence which has over the years 
been placed in them. 

Let’s go—let’s strike hard and often— 
we owe it to our fellow Americans, we 
owe it to each other, and we owe it to 
our United States. 


Uses Planned Program 
to Meet Rate Reduction 





(CONTINUED FROM PAGE 16) 


been without public liability and prop- 
erty damage insurance. It is reasonable 
to assume that about the same ratio of 
uninsured risks prevails at this time as 
prevailed prior to the war. 

There continues to be a great demand 
for automobile transportation. In fact, 
transportation by automobile today is 
more important than in the past, be- 
cause of the expediency with which 
transportation must be carried on. Many 
car operators can be found among the 
professional and business men, and cer- 
tainly you will find many of them in 
the war industry. The combination of 
lower rates and higher incomes is con- 
ducive to more sales in automobile 
insurance. 


Creating Prospect List 


You will not have difficulty in creating 
a prospect list from your own records, 
city and telephone directories, news- 
papers, trade journals, and if you de not 
have a list by this time, a good prospect 
list can be made by subscribing to some 
good newcomers service, which will give 
you a list of all new people coming to 
your city. Now that you have a good 
prospect list, make your calls and con- 
duct your solicitation in a systematic 
way: increased limits, guest medical 
payments, drive other car coverage, 
comprehensive material damage, towing 
and road service and collision. 

It is a sure shot that the results of 
the planned program, if properly and 
enthusiastically worked, for the solicita- 
tion of automobile insurance, will add up 
to a gain instead of a loss in commission 
dollars. 





For life insurance facts and figures 
get the Little Gem Life Chart. 700 pages. 
$2.50 from National Underwriter. 











“_In case of accident, I pay for the 
first $50 repairs, and the insurance com- 
pany, Reon 





Manufacturers See 
Difference in View 


The situation with the automobile 
manufacturers on this side of the water 
is entirely different from what is seen 
in England. The U. S. government has 
forbidden any work on post-war auto- 
mobiles. Individuals doing any post- 
war designing are promptly reported to 
the authorities by members of drafts- 
men and designers union which has 
very effectively fought any such look 
into the future. In England the govern- 
ment and the automobile manufacturers 
have been steadily working and coop- 
erating on post-war automobile plans 
particularly with a view of creating a 
bigger market and endeavoring to be 
able to take care of all comers. Auto- 
mobile manufacturers in this country in 
view of the attitude of the government 
conclude that automobile manufacturing 
as well as many others are due for gov- 
ernment control and greater regulation. 
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Company Group Standings . 
Show Changes in 1942 


-——Premiums——_,, 
2 9 


The loss in finance business by some 
of the larger fire companies in 1942 
caused a good many changes in position 
among the stock groups which are pre- 
sented below. The Travelers group ad- 
vanced from third to first place, while 
General Exchange and its affiliate, Mo- 
tors Insurance Corp., No. 1 in 1941, 
dropped to the 13th position. The Home 
group, which also had a large volume 
of finance business, shifted from second 
to the 10th spot, and the Royal-Liver- 
pool aggregation moved up from fifth 
to third. 

Hartford Accident moves into second 
place well ahead of the two American 
Auto companies. In 1941 Hartford and 
its affiliates were in fourth place and 
American Auto in seventh. The Aetna 
Casualty group, in eighth position in 
1941, improved its standing to fifth 
place, the Employers group moves up 
from ninth to sixth. 

Firemen’s of Newark, which stood 
11th in 1941 is now seventh, only slight- 
ly more than $200,000 behind the Em- 
ployers companies, U.S.F.&G. moves up 
from 13th to ninth, slightly ahead of 
Home. General Accident and Potomac 
Fire rose one notch from 12th to 11th 
place. The Aetna Fire aggregation, 
which was in 10th place last year, is 
now in 12th. American Fore in sixth 
place last year, is now in eighth posi- 
tion. 

The Commercial Credit Corp. group, 
although the three companies it had in 
1941, Calvert, Cavali¢r and Plymouth, 
sluffed almost $6,000,000 worth of busi- 
ness, rose in the standings to 15th place 
through acquisition of Pennsylvania 
Casualty, Manufacturers Casualty and 
Manufacturers Fire. 

Three New Groups 

Among the new groups in the table 
this year are Trinity Universal which 
last year acquired the Security Nation- 
al; American States, which formed 
American States Fire, and Rhode Is- 
land, which acquired W illiam Penn Fire. 

In the non-stock and mixed group 
Lumbermen’s Mutual Casualty of IIli- 
nois maintained a small lead of $601,245 
over the State Farm Mutual and State 
Farm Fire. Lumbermen’s Mutual has 
$26,340,871 premiums against State 
Farm’s $25,739,626. Liberty Mutual con- 
tinues in third place with $16,016,810, 
Farmers Auto of California in fourth 
with $10,775,059, Hardware Dealers in 
fifth with $9,238,705, Farm Bureau Mu- 
tual of Ohio in sixth with $8,850,130, 
\merican Mutual Liability in seventh 
with $6,915,188; Utica Mutual in eighth 
with $4,439,824, Factory Mutual of 
Rhode Island in ninth with $3,301,253. 
The National Grange group went into 
10th place over Northwestern Mutual 
of Washington with $3,072,310 this year. 
Iowa Mutual, Lowa Mutual Casualty 
and Monarch Mutual are shown for the 
first time as a group. 


STOCK GROUPS 


Premiums———, 
942 1941 














PPEVGIOTE coccccces $16,496,7 4 $26,000 459 
Travelers Indem... 7'841°374 ,766,108 
Travelers Fire ... 4,895,162 5 "115, 160 
TOtRs cccccccsecs $2 29,233,293 $29,490, 727 
Hartford A. & I....$16,038,654 $15,605,310 
Hartford ..... .-- 5,971,590 8,741,210 
at Fae 150,005 
= Fe SD Sees 78,929 
Citizens, N. J.... 26,534 
Queen City ... 24,091 
eee GF cs cccccce 10,778 
Wet nce cccevene $22,320,581 $24, 7! 2, 
Globe Indemnity...$ 7,651,164 $ 7,638,007 
are Indemnity. . 5,621,488 5,833,028 
Eagle Indemnity... 2,320,037 2,177,141 
ST 33 £ Saree 947,741 1'193°848 
BES 947,741 1,193,849 
Queen 803,889 1,014,223 
EL wtb dare a 308,429 383,718 
Serer me 255,161 316,930 
Amer. & Foreign... 109,355 111,907 
Federal Union .... 91,129 109,412 
Capital, Calif. .... 36,452 44,646 








Total . -. +++» $19,092,586 $19,906,709 


Amer. Auto., Mo... 
Amer. Auto., Fire. 


Total 


Aetna Cas. & Sur.. 
Automobile, Conn.. 


Standard, Conn. 


TOWG. FiF@ 2cc.2e.: 
BOTA TASC 00 cc sees 


WG keer 


Employers Liab.... 
Amer. Employers.. 


Employers Fire 


errr rrrr sy 


Metropolitan Cas. 
Commercial Cas. 


Firemen’s, Newark. 
Milwaukee Mechs.. 
Concordia 
Girard F. & M..... 


Nat’l. Ben Frank.. 


ED dadéeacdas 


Fidelity & Cas. 
Maryland . 
Fidelity-P henix. 
Continental ..... 
oo ee 
American Eagle 
First American 


WD cctwostes 


U. B. BF. & G..ceswcs 
i 


Fid. & ¢ 


et 


a, MEER ET COT 
Home Indemnity... 
ao. Fea 
Cs Ss Oe hae coc eos 
National Liberty... 
New Brunswick... 
. eae 
Gibraltar F. & M.. 
Homestead ....... 


Paul Revere ..... 
mart. American. 
‘arolina, N. C 


re 


General Acci. ..... ‘essen 


Potomac Fire 


SED, b 40 66.40.00. 


Century Indem. 


BOERS WITO cscccece 
Standard Ins., N. Y. 
Standard 8S. & C... 


Piedmont, N. C.. 
World F. & M.. 


\ . eerrpray re 


Motors Das. Corp. 





Manufac. Fire, Pa.. 





tA 


Continental Cas. 
Transportation .... 
.8 8,010,247 $ 8,696,143 





New Amsterdam 


wn 





Preferred Acci. 





we 





“wen 


Amer. Allianes eye 


Rochester Amer. 
Ye 


Fireman’s Fund.... 
Occidental Indem... 
N 





First National 











——Premiums——_, 
1942 1941 
8,459,794 $39,620,518 
1,174,181 1,448,943 


$ 9,633,975 $41,069,461 


na 





--$ 5,540,664 $ 5,283,959 


2,686,697 3,891,448 
302 


,253 437,787 
167,919 243,215 
151,127 218,894 

50,376 72,964 





$ 8,899,036 $10,148,267 
$ 4,695,461 $ 4,262,289 


2;903,621 3,407,550 
771,895 6,271,471 
125,223 192,685 
103,278 24,651 

—19,529 377,180 





$ 8,579,949 $14,535,826 


7,218,921 $ 7,822,206 
527,361 607,708 
263,965 266,229 





4,618,498 $ 4,564,493 
2,585,310 2,248,819 
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“A deductible collision policy is so rea- 
sonable, I can’t see why you don’t carry 
one.” 





$ 7,203,808 $ 6,813,312 
$ 5,492,680 $ 5,111,266 
1,706,416 1,725,935 


$ 7,199,096 $ 6,837,201 
$ 5,686,595 $ 5,205,111 
1,024,836 754,460 

$% 6,711,432 $ 5,959,571 
$ 3,844,139 $ 3,768,914 
2,121,621 2,601,775 
454,774 546,874 

% 6,420,534 $ 6,917,563 


6,005,304 $ 6,472,376 
373,825 394,993 














6,379,129 $ 6,867,369 
4,281,527 $ 4,277,191 
1,297,433 1,526,146 
168,127 197,323 
67,661 79,31 
67,661 79,311 
34,036 39,846 
34,036 39,846 





$ 5,950,481 $ 6,238,974 


--$ 2,495,193 $ 2,358,901 
2,148,496 3,235,597 
780,153 810,180 
474,343 714,352 





$ 5,898,185 $ 7,119,030 


$ 3,496,547 $ 3,399,617 
2,067,648 2,224,510 
133,911 206,445 


$ 5,698,106 $ 5,830,572 
$ 2,244,336 $ 2,807,461 
21236316 © 2,354,928 























STAMAYY, 




















“George, this ruins me. Why didn’t you insist that I buy higher limits on my auto 


liability insurance?” 








-——Premiums . 
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1942 941 
Columbia Cas. ....$ 1,332,492 $ 1,304,290 
Ocean Accident ... 2) 293,978 27298342 
Coml. Union, Eng.. 658,513 945,439 



































American Central.. 353,784 507,812 
CCOERIE ccccecee 222,711 319,700 
Union, London .... 161,600 231,960 
oO are 157,253 225,708 
Coml. Union, N. Y. 139,711 200,574 
British General ... 61,111 87,740 
ere ery $ 5,381,153 $ 6,121,565 
Zurich Gen. Acci..$ 4,680,503 $ 4,738,184 
MUSIeR Wire 2 c6cces 596,758 682,289 
Am. Guar. & Lib.. 94,895 13,092 
TE. wcncwievoer $ 5,372,156 $ 5,433,565 
Glens Falls Ind....$ 3,197,962 $ 3,004,416 
Glens Falls ....... 1,311,165 1,933,396 
Commerce ........ 225,331 233,511 
TEE ce ccscesuce $ 4,734,458 $ 5,171,323 
London Guar. & Ac.$ 2,203,072 $ 2,149,141 
Phoenix Indem. ... 1,545,670 1,559,787 
Phoenix, London .. 526,893 615,950 
United Firemen’s . 146,359 171,097 
DEED saeececeoss 136,602 159,691 
Columbia, N. Y.... 107,330 125,471 
Union Marine ..... 58,543 68,439 
Te $ 4,724,469 8 4,849,576 
American, N. J....$ 2,103,166 $ 2,099,413 
Columbia, O. ...... 89,496 89,337 
See OED ccccsces 44,748 44,668 
Bankers Indem. ... 1,886,269 1,841,167 
ee LAS $ 4,123,679 8 4,074,585 
Nat'l. Hartford ...$ 3,241,156 $ 4,847,415 
Mechanics & Trade 240,772 360,094 
Franklin Nat’l. ... 111,125 166,197 
Transcontinental .. 111,125 166,197 
ME tncdcxceanca $ 3,704,178 $ 5,539,903 
Trinity Universal..$ 3,391,328 $ 3,704,438 
Security Nat’l. .... 25,647 25,950 
ED 6: isto br dh asian $ 3,416,975 $ 3,730,388 
Paste, We. Hoss ows $ 1,329,856 $ 2,436,477 
jankers & Ship... 1,328,033 2,287,267 
ae re 664,017 1,272,902 
SE tc ck ee $ 3,321,906 $ 5,996,646 
Central Sur. Fire..$ 354,125 $ 430,458 
Central Surety .... 2,880,850 3,239,690 
eed as accor $ 3,234,975 $ 3,670,148 
Amer. Surety ..... $ 1,844,946 $ 1,647,503 
 ' 2 1,187,447 1,043,742 
0 ee ree % 3,032,393 8 2,691,245 
London & Lanc....$ 512,632 $ 596,237 
i ee re 216,338 247,888 
Law Union & Rock 83,883 90,632 
BRTOREOTE ccvcccce 142,264 35,339 
Standard Marine .. 46,044 97,654 
Marine, Hing. ...... 332,128 474,046 
Lon. & Lane. Ind... 1,576,443 1,529,208 
PEE $ 2,909,732 $ 3,171,004 


American States..$ 2,769,258 $ 2,788,816 
American States F. S| ry ee 














ee le $.2,877,306 $ 2,788,816 
Swiss Reins. ...... $ 100,951 $ 50,315 
Europe Gen. Reins. 2,685,466 3,537,156 

WEE -sacteewcuse $ 2,786,417 $ 3,587,471 
Royal Exchange $ 403,353 $ 909,306 
Car & General..... 2,309,212 3,043,560 

SE. <wvewsenedes $ 2,712,565 $ 3,952,866 
Buckeye Un. Cas...$ 2,475,999 $ 2,558,290 
Buckeye Un. Fire.. 154,387 141,615 

 aiwboceadee $ 2,630,386 $ 2,699,905 


New England Cas..$ 280,010 $ 233,850 
Springfield F. & M. 1,905,108 2,540,813 








SEEGER bvcincecece 54,313 72,257 
Mich. F. & M...... 223,934 298,636 
New England ..... 55,984 74,659 

RN wise cdebewd $ 2,519,349 $ 3,220,215 
UN ei dtc Saks os nen $ 551,365 $ 981,843 
Sun Underwriters.. 110,031 115,228 
Se 163,671 243,470 
Sun Indemnity .... 1,532,023 1,438,099 

er wee $ 2,357,000 $ 2,778,640 


(CONTINUED ON NEXT PAGE) 
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2 41 ® 19 431es7) 
United States F...$ 556,041 $ 940,142 average person is By 42 BILLION 
North River ...... 0,394 45,16 SAVED IN U.S 
Richmond ........ He rr eas - ‘ 
British Amer. ¥ " 
Western, Ont... sora 12872 ly six times more money 
Allemannia ....... 154,518 249,291 near. 81x 
Westchester ...... 968,582 1,191,113 a 
a. one 8 jn 19043 than he did in1940 - 
NE ictal $ 2,216,732 $ 3,389,537 
West. Fire, pan...$ 582,971 $ 562,523 - 7 $ 1942 
Western a 7 oe 1,628,516 1,681,380 which means 26 BILLION 
TE vcicoucacda $ 2,211,487 $ 2,243,903 SAVED INU-S 
T 3 oso25 $ 183.368 : l ] : a t 
Amer. Fire, Tex.... 5 F b 
amor Bing Tex....8 tues § 188888 Aratomobile liabili y 
OED bnass i000 05 % 2,172,932 $ 2,479,228 ¢ Py 
Security, Conn...... $ 639,627 $ 689,088 insuran hich 12.9 BILLION tects 1 
East & West...... 159,906 172,272 ce WwW. aes coe TO g 
Connecticut Ind. .. 1,254,742 1,209,995 
e e * 
NE Secs cases $ 2,054,275 $ 2,071,355 + s t 
General Reins. ...$ 1,976,055 $ 1,889,422 savings 1S 1X 1mes 
North Star Reins.. 49,632 253,383 1940 
2,025,687 $ 2,142,805 74 BILLION ° 
WOE. oxeciscvnwe $ 2, A i. SAVED IN U.S. more V. ] " 
Ohio Farmers ..... $ 930,738 $ 1,315,585 
Ohio Farm. Indem. 1,065,512 964,190 
MEE dadecessued $ 1,996,250 $ 2,279,775 ‘seceded —Premtums—— 
‘ t. & Mere... 485,977 862,161 2 9 Bie 
eee ; $ 614,654 $ 789,833 N. J. Mfrs. Assn. F.$ 369,415 $ 392,949 Utica Mut. ........ $ 4,338,661 $ 3,958, 611 
Commonwealth 296,026 391,821 N. J. Mfrs. As. Cas. 472,297 567,862 Allied Fire ........ 101,163 94°552 
ercantile ........ 268,578 334,580 ——_— 
pee ay ea eeee 221,777 245,271 eee $ 841,712 $ 960,811 Ee epeeeat $ 4,439,824 $ 4,053,163 
887 623 Ne shire ... 506,490 $ 1,060,915 Fact. Mut. L., R. L$ 2,707,569 $ 3,084,158 
NN nh ws es west +e + ea aaa. *. - 286,515 ’ 335,044 Automobile Mut. .. 593,684 623,325 
lati Ini .$ 1,856,179 $ 3,339,546 a 2 — 
ce ee Mg "Pa. io _ —5 : ~ I inkoceet aut $ 793,005 $ 1,395,959 WOME. 563630554 $ 3,301,253 $ 3,707,483 
856, ks F. 92,400 100,504 Nat'l. Grange M. L.$ 2,265,122 $ 2,035,196 
sca siddiniaeh acandees °s a Selected Risks ina. $ 668,453 $ 661, "891 Peeriess Cas. .... 690,337 732,485 
Premier $ 1, aoe 061 $ 3,646,439 Nat’l. Grange Fire. 116,851 103,073 
at’l. Fire. "751,275 etal ........... 760,853 $ 762,395 — — 
Pacific Nat’l. Fire. 528,426 751,27 Total $ = pe ; re apa ene a 8. ce @ 3,072,310 8 2,870,764 
MD we sas wees $ 1,785,487 8 4,307,714 Boston or ---- 8 37888 © Fis'os? Employers Mut. L.$ 2,636,741 $ 2,460,160 
Emmco $ 1,258,129 $ 7,195,926 _ - Employ. Mut. F.... 201,652 199,137 
ees ok, "496, 563,405 Total ...........$ 754,184 % 976,227 
ng all *94 770 Bran : a ee SE is ..$ 2,838,393 $ 2,659,297 
Globe & Rutgers...$ gh $ e35.081 Satine. Cn ¢ 29eneet § 2.006.000 
¢ 93,468 $2,731 ! ae pate 2,368, 2,695,095 
ee $ 1,754,178 $ 7,854,101 —_— a bi 209/324 298'761 Northw. M., Wash: 107722 256451 
ceys S 94,863 232,793 ed —— 
Rusceune = cr Sag 1,547°340 ’ 1,812,491 eee $ 721,546 $ 1,204,513 eee % 2,476,183 $% 2,951,549 
7 . 7,011 675,722 Harleysville M. C...$ 1,741,840 $ 1,840,471 
eins aareaatynteicss $ 1,742,203 § 2,045,284 HONGO an F&M.” «236S71 © 280;341 Mut. A. F., Harleys. "198,779 » 174,959 
. ‘ 985,683 $ 1,662,312 
Sree A ieee 594,809 . 1,003,119 WIN ecntt coco $ 702,582 $ 955,963 TOE ciccipnsdsess $ 1,940,619 $ 2,015,430 
Equit. F. & M..... 118,962 200,624 NN es hg $ 479,450 $ 693,361 Cas. Recip. Exch...$ 1,321,077 $ 1,447,263 
Gr. Rosters, &. E..  e semen Preferred Fire 144,557 172,920 Hauity Mutual .... 828,199 "364,019 
ee sapere 
eer $ 1,725,189 $ 2,892,809 a ee $ 624,007 $ 866,281 Total $ 1.049 585 8 1,811,282 
_ 9 De d on 
fv cnn + eecol © 740767 Millers National ..$ 454,041 $ 748,347 Hardware Indem...$ 1,073,370 $ 663,628 
aan .......... 137,794 493,845 Illinois Fire ...... 5,341 9,982 Hardware M., Minn. 566,899 518,559 
Phila. Natl. .....- 66,131 i re $ 450,382 $ 758322 Total ........... $ 1,640,269 $ 1,182,187 
Total ........-.. $ 1,722,427 $ 6,173,064 Northern Eng. ....$ 418,939 $ 722,055 Celina Mut. Cas...$ 1,131,283 $ 898,516 
Northwestern Nat..$ 647,004 $ 892,297 Lond. & Scot.... 39,866 116,008 Nat'l. Mut., 1,512 1,978 
Northw. Nat. Cas. 939,079 980,813 - Mercer. Cas, 335,014 671,773 
NID oo Saat oa $ 458,805 $ 838,063 nical as yr 
- 4 WEE cocevesecoes 
ee eee $ 1,586,083 $ 1,873,110 1 Luque F. & M...$ 344,710 $ 689,926 Pe Pg en —— : vasrase 
Pearl Assur. .....-- 619,429 $ 746,850 Natl. Reserve ..... 100.407 278.606 “entral Mfrs. Mut. 
Eureka S. F. & M 590,896 773, 983 P S Ohio Und. Mut..... eee ty 79,74 
Monarch Fire vee 256,655 322°748 NE das ng no 3 445,117 $ 968,532 Mutual Fire, Me.. 24,927 33, 380 
1 ..$ 1,466,980 $ 1,843,581 Caledonian ........ $ 214,563 $ 500,639 GE Soc snoceve $ 1,143,499 $ 1,580,577 
Pts ia Tah ; 1,232,963 $ 1,973,630 Cal.-Amer. .... ; 150,831 ett Un. Auto, Ind., Ill..$ 580,001 $ 605,925 
Empire State ..... 209,406 270,080 Netherlands ....... 28,713 116,910 Prairie St. Far., Ill. 36,043 37,494 
er eee $ 1,442,369 $ 2,243,710 ‘Total ........... $ 394,107 $ 739,726 8=Total ........... $ 616,044 $ 643,419 
jo 42 1941 Rhode Island ..... $ 262,663 $ 327,065 
Pa. Mfrs. Assn..... $ 186,143 $ 184,228 William Penn F... 9457 = weeeee “: ———— 
Pa. Mfrs. As. Cas.. 1,190,519 1,253,466 Oe en cl $ 272,123 $ 327,065 
REET $ 1,376,662 $ 1,437,694 
Merchants, N. Y...$ 617,657 $ 726,214 
Washington Assur. 147082 138683 NON-STOCK AND MIXED 
Merchants Indem... 581,617 681,536 
keira Angie ae $ 1,346,356 $ 1,546,436 ——Premiums = 
Universal ......... $ 942,414 $ 2,194,431 194 
Universal Indem 302,940 263,071 Lumb. Mut. Cas....$18,458,889 $18, $27, 258 
Federal Mut. Fire. 290,761 52, + 
ae! $ 1,245,354 $ 2,457,502 Federal Mut. Liab. 12,600 303" 1206 
ul $ ‘gonass $ gz1.790 Nath. Retailers M. beggige Lost ise 
acai wie acest , i ee 989, 964,126 
y+ OR Texas.... 582,496 501,721 — Motorists i. 151.876 8480 
- orga oh eae “oe ; eet ee Tee $26,340,871 $25,345,268 
Globe & Republic...” 213,066 310/312 State Farm M. Aut.$25,645,993 $25,053 550 
Knickerbocker .... 161,387 233,692 State Farm Fire. ¥ | 
Merch. & Mfrs..... 126, 3, 2 
New York Fire. 186,433 268,171 Total ‘ ee: aca sae aan eae 
Switzerland Gen’l. Liberty errr. ,965,002 
United Mutual Fire 1,837,890 1,847,867 
ES Pe $ 1,059,197 $ 1,532, 
Assoc. Indem. ..... $ 945,034 $ 944,717 Total ........... err ; canon 
ena ad gua nee) __DU Farmers Aut, Cai.® 9,008:239 ° 8,873;349 ability to drive and to protect his savings. 
Ere ae $ 1,026,654 $ 1,023,873 
) ere $ 478,459 $ 554,492 Total ..........- $10,775,059 $10,477,080 
CS eae 91, see Gna Hdwe. Met. Gas...-8 8 $Si. 932 g 5,483,208 : m d A d thi 
Quaker Cit f. 429,165 489, Mut. Impl. we. ‘ 
duaker City F.&) : Mut. Impl. & Hawe. 590-755 ses'i48 motorists understand this new law. 
WE eo ceks cetcd $ 998,752 $ 1,149,564 
Providence Wash...$ 814,066 $ 1,136,728 OE fics neeawas $ 9,238,705 $ 9,554,667 
WANE. ei e50.0 wars 152,118 132,139 Farm Bur. Mut. O.$ 8,359,696 $ 7 7.618, 320 
Farm Bur. Mut. F. 490,434 "433,502 
os Se rca d $ 966,184 $ 1,268,867 
London & Prov....$ 38,928 $ 61,749 Total .........-. $ 8,850,130 $ 8,051,822 
Seaboard F. & M.. 132,794 116,808 Amer. Mut. Liab...$ 4,071,188 $ 4,151,162 
TORO 6-c:cceeee 194,642 308,744 Am. Policyholders. 2,025,453 1,561,887 
Yorkshire Indem... 488,261 446,430 Allied Am. M. F. 818,547 802,196 
ee $ 854,625 $ 933,731 NE ii iicns ae <ie $ 6,915,188 $ 6,515,245 Loo - 























































































































































































Some Dealers 
Luke Warm to 
Profits Form 


The profits form which was brought 
out for dealers with stocks of frozen 
new cars on their hands has been writ- 
ten to some extent even though it is a 
special form for a special situation that 
will not continue to exist indefinitely. 


One Dealer’s Reaction Given 


Some of the automobile dealers have 
not been enthusiastic toward offers of 
protection. A dealer in a_ large 
midwest city explains that in practice 
he doesn’t have any profits on frozen 
new cars to protect. A _ prospective 
purchaser with a priority order will 
come into his salesroom and ask to see 
a new car. One of his first questions 
is, “What will you give me for my old 


- car?” The dealer looks in the blue book 


and finds that the trade-in car is worth 
$68. The prospect goes to the next 
dealer and gets a trade-in offer of $150. 
He is still not satisfied and goes to a 
third who offers him $300. The pros- 
pect buys the car. What has actually 
occurred is that the dealer has trans- 
ferred his profit in the sale of the new 
car to the second hand car which, he 
feels, because it is not frozen, he can 
readily sell and realize his profits now. 
Thus he actually has no profit in frozen 
new cars to protect. 


Take Cars to Defense Centers 


Many of the smaller dealers are secur- 
ing Reconstruction Finance Corpora- 
tion loans on their stocks of frozen 
new cars, or these are being bought by 
larger dealers who are shipping them 
to centers where because of war activ- 
ity there is a ready market among buy- 
ers with priority orders. One dealer 
got together 1,000 to 1,500 such new au- 
tomobiles in one city, and has them 
stored in a dozen locations. He wanted 
a lot of profit insurance but he wanted 
it on second hand cars as well as new 
cars. He could not find a market for 
the business in the U. S., but was able 
to get it from London Lloyds. 

















Premiums——, 
942 1941 

Ind. Lumb. Mut....$ 286,523 $ 345,691 
Fidelity Mutual .. 201,536 214,768 
Total ...... 488,059 $ 560,450 
Iowa Mutual .....$ 3,636 $ 8,189 
Iowa Mut. Cas.... 368,872 356,271 
Monarch Mut., Ia... 27,891 34,450 
Total ...........8 400,399 8 408,860 





Indiana's New Safety- 


Financial Responsibility Act 
EFFECTIVE JULY 1, 1943 
2 ee ee 
No, it is not a compulsory act, 


But, just as a careful person paints his house to preserve it, 
so every careful person, if he understands the Act, will buy 
| Automobile Liability insurance to preserve his right and 


It is the duty of the insurance industry to see that all 


INDIANAPOLIS 


INSURANCE 
COMPANY 
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April 26, 1943 








Stock Casualty Companies Show 


Only 


The second best automobile year in 
their history was experienced in 1942 
by the stock casualty companies. Their 
auto premiums totaled $292,562,378, a 
decrease of only $635,886 from the 1941 
total of $293,198,264 which was an all 
time high record. 

This is an excellent showing. The 
rather heavy reduction in rates made at 
the end of the year will probably result 
in a considerably larger decline in total 
premiums in 1943. But practically all of 
the huge gain of $34,806,045 made in 
1941 was retained in 1942, The com- 
panies lost about $3,500,000 public liabil- 
ity premiums and roughly $500,000 on 
collision, but this was substantially off- 
set by an increase in property damage 
premiums of more than $4,500,000. 

The loss ratio improv ed slightly, 
clining from 45.5 to 43.3. This improve- 
ment came substantially from the bet- 
terment in property damage experience. 
In 1941 this was about 55%, in 1942 ap- 


de- 


proximately 47%. The public liability 
experience was roughly 42% as com- 


pared with 43 a year ago, and collision 
experience both years was about 45%. 
Few Shifts Among Leaders 

There were very few shifts among 
the stock casualty leaders. Travelers 
maintained its hold on first place, al- 
though the margin between it and Hart 
ford Accident in second place was nar- 
rowed from approximately $1,000,000 to 


showed a gain of 2.78%. Travelers In- 
demnity this year earned a place among 


the leaders, going into ninth place. 
Aetna Casualty, though it lost some 
$700,000 as compared with 1941, ad- 


vanced a notch into third place, replac- 


inor Loss in 1942 


place. Employers Liability, which was 
sixth, is now seventh, Fidelity & Cas- 
ualty moves from ninth to eighth, re- 
placing Maryland Casualty, which was 
edged out of the leaders list. Globe In- 
demnity made a 0.17% increase in prem- 





TEN STOCK CASUALTY AUTO LEADERS 





Prems. Prems. % Inc. Prems. Prems. 

1942 1941 or Decr. 1940 1939 
1. Travelers ........<. $16,496,757 $16,609,459 —0.68 $14,638,138 $14,093,958 
2. Hartford Accident.. 16,038,654 15,605,310 +2.78 13,624,327 12,885,517 
3. Aetna Casualty 13,544,623. 14,296,639* —5.25 12,892,617 12,109,717 
Aetna Life ...... aa 296 eer —19,629 403,027 
4. American Auto .... 13,208,011 14,326,598 —7.81 13,615,036 13,121,740 
5. General Accident .. 11,043,972 11,516,374 -—4.10 10,539,143 10,783,656 
6 U.S. F. & G....... 10,207,152 9,807,479 +4.08 8,913,240 8,560,538 
7. Employers Liability 9,099,357 9,845,918 —7.58 9,201,196 9,013,534 
Amer. Employers.. 3,987,265 4,085,222 —2.40 3,165,509 2,581,455 
8. Fidelity & Casualty 8,137,033 7,987,989 +1.87 6.981.320 6.822.965 
9. Travelers Indem. .. 7,841,374 7,766,108 -+-0.97 6,765,634 6,424,670 
10. Globe Indemnity .. 7,651,164 7,638,007 +0.17 6,813,829 6,616,116 
Royal Indemnity .. 5,621,488 5,833,028 —3.63 5,203,028 5,270,590 
Eagle Indemnity. 2,320,037 2,177,141 +6.56 1,943,050 1,745,554 
ing American Automobile, which lost iums and went into the leaders’ table 
more than $1,000,000 in premiums. in 10th place. Continental Casualty, with 
American Auto now is fourth. General a decrease of 7.71%, also failed to be 


Accident continues in fifth place, but 
J.S.F.&G. with a 4.08% increase in 
premiums moved from seventh to sixth 


among the 10 leaders by a narrow mar- 
gin. 4 
Several companies not in the leaders 


table showed substantial gains. These 
included American Motorists, which 
was up $1,025,072 to a total of $5,989,- 
198; Massachusetts Bonding, up $458,- 
635 to $5,363,348; Preferred Accident, 
which gained $481,485 to a total of $5,- 
686,596. American Policyholders showed 
a gain of $463,566 to a total of $2,025,- 
453. 

Preferred Accident’s running mate, 
Protective Indemnity, also made a sub- 
stantial gain again in 1942 of $270,376 
bringing its total writings to $1,024,836. 
Standard Accident had a gain of $293,- 
835, and its total, $6,144,173, places it 
high in the list. Pennsylvania Casualty 
had an increase of $433,172, bringing it’s 
total to $4,695,461. Ohio Farmers In- 
demnity had $1,065,512 premiums in 
1942, a gain of $101,322. Indemnity of 
North America with an increase of 
$256,705 to a total of $5,540,664 was one 
of the large gainers. Home Indemnity 
had an increase of $225,803, which 
brought its premiums to $3,203,803. 
American Casualty showed an increase 
of $269,938 to a total of $2,954,449. All- 
state advanced $381,414 to $5,492,680. 

Because their 1942 reports contained 
auto fire premiums, both Maine Bond- 
ing and Northwestern National Casu- 
alty were transferred to the automobile 
full cover table. The 1941 and 1940 cas- 
ualty and full cover tables have been 
adjusted to accommodate these changes 
in arrangement. 


Automobile Premiums and Losses of Stock Casualty Companies 








about $400,000. Hartford Accident 
Total 

Net Paid Loss 
Prems Losses Ratio 

é % 

Accident & Cas... 1,393,523 77.5 
Beta COS .cicc. 5,265,509 38.9 
Aetna Life 11,406 ee 
Allstate on V 1,664,311 30.3 
Amer Auto 4,995,669 37.9 
Amer. Cas 1,381,926 46.7 
Amer. Employ. 1,714,045 43.0 
Am. Fid. & Cas.. 2,253,083 62.2 
Amer. Fidelity 105,658 38.1 
Am. Guar, & Liab. 94,895 14,661 15.4 
Am. Motorists 5,989,198 2,244,113 37.6 
Am. Policyholders 2026, 453 797,175 39.0 
Am. Reinsurance. 603,660 290,541 48.0 
Amer. Surety 1,844,946 748,590 40.6 
Arex Indem. 69,420 48,134 69.5 
Assoc. Indem. 945,034 413,533 43.6 
Atlantic Cas. ee 147,187 43,562 29.1 
Bankers Indem... 1,886,269 763,485 40.0 
Bituminous Cas... 27,173 6,780 25.0 
Canadian Indem.. 102,240 37,903 37.1 
Car & General... 2,309,212 1,335,797 657.5 
Central Surety . a ,880, 850 1,627,909 56.2 
Century Indem... 3 1.543.818 46.0 
Citizens Cas. 412,235 45.3 
Columbia Cas. 1,332,492 513,172 38.4 
Commercial Cas.. 3,716,499 1,871,755 50.5 
Conn. Indem . 1,254,742 565,135 46.0 
Continental Cas... 7,218,921 3,491,088 48.2 
Dearb’rn Nat. Cas. 93,654 132,751 141.0 
Eagle Indem. 2,320,037 1,267,900 54.0 
Emmeco Cas. ..... 496,314 219,175 44.3 
Employers Liab... 9,099,357 4,451,221 49.0 


Employers Re. 
Eureka Cas. 

European 
Excess, N. Y..... 
Fidelity & Cas.... 8,137,033 
Fireman's Fd. Ind. 2,495,193 
General Accident. 11,043,972 


5,066,016 
332,269 
2,685,466 


2,296,354 46.0 
202,539 61.0 
1,547,495 57.5 


Gen. “Re. 
895,964 





4, 638, 398 42.0 





Gen. Cas., Wash... 3,496,547 1,556,441 44.5 
General Reins. .. 1,976,055 713,796 36.0 
Gen. Tr. C. & S.. 1,942,875 823,264 42.3 
Glens Falls Ind.. 3,197,962 1,261,717 39.6 
Globe Indem. .... 7,651 164 3,701,738 48.5 
Gr. Am. Indem.. 4,281,527 1,756,750 41.3 
Hdwe. Indem 1,073,370 242,177 22.6 
. Hartford Acci. 16,038,654 7,109,061 44.3 
Home Indem. .. 8,203,803 1,319,927 41.0 
Indem. of N. Am. 6,540,664 2,096,616 38.0 
Insurors Indem... 159,392 61,425 38.6 
Keystone Auto Cl. 1, 547, 340 679,729 44.0 
London & L. Ind. 1,576,443 659,185 42.0 
London Guar . 2,203,072 905,817 44.8 
Mfrs. Cas., Pa... 2,903,621 1,169.753 40.3 
Maryland Cas. .. 17,612,071 3,567,081 46.5 
Mass. Bonding 5,363,348 2,381,498 44.4 
Merch. Indem. 581,617 221,221 38.0 
Metropl. Cas. 4,435,031 2,001,146 45.0 
National Cas. .. 527,360 260,293 48.7 
New Amsterdam c . 4,618,498 2,028,084 3.9 





eS 


























(CONTINUED ON NEXT PAGE) 








= = — — —_————19 41 c 19490—______, 
Liability Prop. Damage Collision Total Total 
Inc. or Dec. Net Paid Net Paid Net Paid Net Paid Loss Inc. or Dec. Net Paid Loss 
in Prems. Prems. Losses Prems. Loses Prems. Losses Prems. Losses Ratio in Prems. Prems Losses Ratio 
$ 3 % $ 3 % 
—838,815 1,342,322 1,061,222 423,104 325,960 7,504 6,341 2,611,745 1,133,052 43.3 + 699,143 1,912,602 669,429 45.0 
—752,016 10,274,477 3,830,312 3,263,730 1,425,068 6,416 1,129 14,296,639 5,535,344 38.7 +1,404,022 12,892,617 4,986,728 38.6 
+221 296 PE  esegeee eee jé§-.o8sls ee * merous 75 62,927 a —19,629 250,801 eee 
+ 381,414 4,137,941 1,164,620 1,354,739 SOOGSE 8 cesccs = stoves 5,111,266 1,662,116 32.5 +1,540,281 3,570,985 1,275,202 35.7 
—1,118,587 9,778,807 3,423,014 3,416,814 1,567,922 4,633 14,325,598 6,151,150 42.9 +711,562 13,615,036 5,660,739 41.5 
+ 260, 938 2,099,986 973,678 816,291 390,889 38, 172 17,359 1,509,236 56.0 2,952,872 1,472,582 49.8 
2,936,514 1,253,163 987,761 35,482 62,990 25,400 1,656,667 40.5 3,166,509 1,266,788 40.0 
1,623,143 885,638 ee ee ee eee 2,282,380 53.2 3,811,058 2,180,761 57.2 
57,468 86,322 41,743 16,060 6,446 130,099 43.5 281,721 196,793 69.8 
9,419 23,433 5,242 er 109 OB = sescese i snecen  v0000% eee 
1,735,459 1,269,993 90,572 445,992 18,082 4,964,126 2,308,553 46.5 4,535,526 2,058,267 45.3 
547,986 642,026 245,723 7,904 3,466 1,561,887 844,586 54.0 1,251,832 818,939 65.4 
287,720 32,177 2,821 Sh eer 822,699 315,839 38.3 710,267 287,652 40.4 
549,408 463,673 193,550 11,526 5,632 1,647,503 39,833 38.8 1,421,246 554,308 39.0 
37,244 19,342 10,890 8 nccece = se veive 73,979 18,297 24.7 48,177 5,715 11.8 
185,254 211,546 112,135 196,740 104,874 944,717 511,864 654.1 + 215,734 728,983 356,244 48.8 
30,424 39,723 BB.U8B 8 ccceee 8 =— ese nes 160,665 45,544 28.3 + 55,673 104,992 26,887 25.6 
511,154 465,065 244,829 12,455 7,502 1,841,167 816,387 44.3 + 33,129 1,808,038 749,358 41.4 
3,225 6,848 a 8=—So wanes 86 tee 6 CO ee =60UlC( sek  °- Begenn’ emer  <esdud eee 
13,709 26,662 BA,200. «ss. be twee sauce . 81,132 23,300 28.7 +19,010 62,122 34,474 55.5 
—7134,348 1,702,025 1,004,739 578,364 322,696 28,823 8,362 3,043,560 1,881,661 61.8 + 328,441 2,715,119 1,493,051 65.0 
—358,840 2,196,744 1,225,334 670,369 399,031 13,737 3,544 3,239,690 1,936,083 59.7 + 565,056 2,674,634 1,321,702 49.4 
+ 188,256 2,534,540 1,160,718 801,577 375,006 19,426 6,094 3,167,287 1,636,746 51.6 + 183,697 2,983,590 1,546,924 51.8 
—14,040 732,907 313,148 200,580 98,914 —434 173 974,093 413,841 42.4 +197,767 776,326 488,684 62.9 
+ 28,202 980,439 349,885 341,473 157,416 10,580 5,871 1,304,290 543,235 41.6 + 186,873 1,117,417 402,799 36.0 
—198,602 3,125,375 1,560,691 572,879 301,886 18,245 9,178 3,915,101 2,306,743 58.9 +501,473 3,413,628 1,396,683 40.9 
+ 44,747 930, 192 414,258 322,297 147,489 2,253 3,388 1,209,995 406,919 33.6 + 339,752 870,243 334,102 38.3 
—603,285 5,432,900 2,556,897 1,764,565 922,922 21,456 11,269 822,206 4,681,117 59.8 + 720,824 7,101,382 2,871,142 40.4 
—160,670 61,594 90,516 31,924 42,618 136 —38 254,324 244,495 96.1 —246,231 500,555 249,234 49.7 
+ 142,896 1,749,417 944,069 559,623 312,085 11,997 11,746 2,177,141 1,405,340 64.5 + 234,091 1,943,050 900,815 46.3 
—67,901 358,726 133,111 137,588 86,064 sevsee ceveee 563,405 167,991 29.8 + 224,035 339,370 42,284 12.4 
—746,561 9 3,435,105 2,122,544 943,403 197,284 72,713 9,845,918 4,239,022 43.0 + 644,722 9,201,196 4,093,675 44.4 
—72,001 1,961,482 482,116 294,541 6,257 40,331 5,138,017 1,609,104 31.3 + 893,755 4,244,262 1,344,027 31.6 
—64,614 234,727 136,876 94,869 64,454 2,673 1,209 396,883 266,559 67.1 + 56,120 340,763 122,199 35.8 
—851,690 2,347,427 1,428,070 329,309 119,354 8,730 71 3,537,156 1,559,538 44.0 —27,464 3,564,620 1,332,430 7.3 
+ 327,421 $22,033 251,885 73,931 B.40B cececs <cowons 568,543 475,715 83.6 —285,203 853,746 327,215 38.3 
+149,044 6,114,837 2,569,550 1,954,965 920,670 67,231 23,585 7,987,989 4,337,252 54.2 + 1,006,669 6,981,320 3,220,382 46.1 
+ 136,292 1,898,136 605,659 581,902 305,354 15,155 6,246 2,358,901 955,449 40.5 + 356,963 2,001,938 825,255 41.2 
—472,402 8,162,460 3,286,228 2,651,787 1,163,500 229,724 188,669 11,516,374 4,374,249 37.9 +977,231 10,539,143 4,295,475 40.7 
+ 96,930 2,553,975 1,051,980 942,238 504,376 334 5 3,399,617 1,348,641 39.6 + 635,005 2,764,612 1,000,188 36.1 
+ 86,633 1,833,894 708,028 130,419 5,768 11,742 sn eewee 1,889,422 672,761 35.6 + 212,934 1,676,488 629,869 37.5 
+ 437,496 1,677,482 711,526 265,393 BARTER 0 lkeeese §8=— ws anes 1,505,379 538,419 35.8 + 149,810 1,355,569 299,941 22.1 
+ 193,546 2,397,447 920,982 773,890 328,025 26,625 12,710 3,004,416 1,198,356 39.8 + 414,121 2,590,295 995,922 38.4 
+ 13,157 5,857,257 2,859,512 1,738,063 816,750 55,844 25,476 7,638,007 3,409,453 44.6 + 824,178 6,813,829 3,019,403 44.3 
+ 4,336 3,194,597 1,254,415 1,069,564 492,092 17,365 10,243 4,277,191 2,360,019 562.8 + 346,267 3,930,924 1,704,061 43.3 
+ 409,742 786,788 145,178 286,582 96,999 = =—§«— ncece =n oveee 663,628 180,888 27.2 + 298,674 364,954 37,883 10.3 
+ 433,344 11,989,494 5,249,658 3,770,887 1,751,554 278,273 107,849 15,605,310 6,727,088 43.1 +1,980,983 13,624,327 5,655,679 41.5 
+ 225,803 2,382,591 956,497 816,867 361,492 4,345 1,938 2,978,000 1,301,116 43.6 + 407,407 2,570,593 1,193,762 46.4 
+ 256,705 4,140,781 1,501,773 1,365,833 580,899 34,050 13,944 5,283,959 2,235,132 42.3 +499,512 4,784,447 1,738,735 36.3 
+ 4,181 113,562 42,254 45,739 18,779 91 392 155,211 47,518 30.6 + 60,681 94,530 42,095 44.5 
—265,151 970,943 395,342 380,087 185,936 196,310 98,451 1,812,491 739,244 40.7 +115,683 1,696,808 717,150 42.2 
+ 47,235 1,165,693 493,500 389,563 159,084 21,187 6,601 1,529,208 648,535 42.4 + 89,709 1,439,499 668,314 46.4 
+ 53,931 1,494,002 676,512 512,990 218,777 16,080 10,528 2,149,141 911,005 42.3 + 183,635 1,965,506 967,123 49.2 
—503,929 2,153,836 778,068 668,703 336,102 81,082 55,583 3,407,550 1,510,136 44.3 + 305,606 3,101,944 1,153,142 37.2 
—494,477 5,713,179 2,631,982 1,854,011 920,299 44,881 14,800 8,106,548 3,884,395 47.9 + 1,160,597 6,945,951 3,078,984 44.3 
+ 458,635 4,104,870 1,808,317 1,247,290 569,858 11,188 3,323 4,904,713 2,523,198 51.4 + 310,758 4,593,955 2,418,602 52.6 
—99,919 581,617 2S | Beer | ae CC eee 681,536 364,015 53.4 + 49,784 631,752 219,231 34.7 
—136,640 3,781,191 1,671,119 633,713 322,978 20,127 7,049 4,571,671 2,381,176 52.0 + 744,545 3,827,126 1,927,633 50.0 
—80,348 391,603 184,536 134,134 75,451 1,623 306 607,708 271,794 44.7 + 78,871 528,837 236,525 44.7 
+ 54,005 3,447,795 1,435,982 1,142,983 582,084 27,720 10,018 4,564,493 1,939,049 42.4 + 467,473 4,097,020 1,864,373 45.5 
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Total 
Net Paid Loss 
Prems. Losses Ratio 
% 

New England Cas. 280,010 45.4 
N. J. Mfrs. Cas... 472,297 46.5 
MW. FY. COB. cacccce 1,187,447 40.8 
No. Am. C. & 8S. Re. 307 nos 
Norwich Union 262,698 78,728 30.0 
Occidental Indem. 780,153 362,075 46.5 
Ocean Acci. ..... 2,293,978 1,036,712 45.0 
Ohio Farmers Ind. 1,065,512 385,838 36.4 
Pa. Mfrs. A. Cas.. 1,190,519 407,210 34.2 
Peerless Cas. 690,337 248,750 36.0 
Penna. Cas. ..... 4,695,461 2,377,111 50.5 
Phoenix Indem. 1,545,670 ~ 1% 2,694 45.5 
Preferred Acci. 5,686,596 530,850 44.9 
Protect. Indem. 1,024,836 tee. 381 49.7 
Royal Indem. 5,621,488 2,853,542 50.9 
St. Paul-Merc. Ind. 3,844,139 1,499,049 38.8 
Seaboard Surety.. 2,058 180 8.8 
Sel. Risks Indem. 668,453 308,935 47.8 
Standard Acci. ... 6,144,173 2,093,884 34.0 
Stand. Sur. & C.. 1,483,055 1,003,053 67.0 
Sun Indemnity... 1,532,023 749,029 49.0 
Travelers ....... 16,496,757 6,866,470 42.0 
Travelers Indem.. ,7,841,374 3,625,456 46.3 
Tri-State Cas. 28,235 11,381 40.3 
U. B. COs. cccess 2,585,310 1,082,605 40.0 
U. & F.. @ Gives. 10,207,152 4,138,076 40.5 
U. S. Guar....... 2,236,316 988,206 44.0 
Universal Indem.. 302,940 145,146 48.0 
Utilities, Mo. 479,450 312,742 65.2 
Virginia Sur. 239,191 68,734 28.7 
West C. & S., Kan. 1,628,516 701,746 43.2 
Yorkshire Indem. 488,261 187,378 38.4 
Zurich ....+.se0- 4,680,503 2,233,951 48.0 
Total ...ccese 292,562,378 127,840,875  43..3 
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——_———1942 —__——————19 41 — <a, 
Liability Prop. Damage Collision Total Total 

Inc. or Dec. Net Paid Net Paid Net Paid Net Paid Loss Inc. or Dec. Net Paid Loss 
in Prems. Prems. Losses Prems. Loses Prems. Losses Prems Losses Ratio in Prems. Prems Losses Ratio 
z § $ 3 % % 
+ 46,160 210,774 92,976 69,3326 jjj§S4,320 j§ cescse ceoves 233,850 61,670 26.0 + 225,079 8,771 489 5.5 
—95,565 472,297 See =—s(Cisjeee eas, setanen MOO weeusa >) dienes 567,862 229,879 40.4 + 41,830 526,032 184,825 35.1 
+ 143,705 878,025 351,594 303,846 5,576 2,849 1,043,742 435,967 41.7 + 154,199 889,543 380,540 . 42.7 
os0 bo 295 oeeeee 12 Peer bee saul 200088 vee es oiwees ‘os 
+ 84,841 188,340 52,937 69,632 4,726 1,438 177,857 75,278 42.3 59,081 42.3 
—30,027 583,437 192,315 4,401 4,369 810,180 253,664 31.3 + 245,963 564,217 218,593 38.7 
—4,364 1,704,387 779,961 571,779 17,812 7,217 2,298,342 972,513 42.3 + 187,837 2,110,505 952,345 45.1 
+ 101,322 752,160 236,937 ae: oat 8 =})3© aseeaee senna 964,190 312,783 32.4 + 220,282 743,908 241,009 32.3 
—62,947 711,753 216,123 294,452 184,314 65,262 , 253,466 485,064 38.6 + 144,542 1,108,924 481,282 43.4 
—42,148 551,103 190,423 87,860 51,374 26,422 732,485 102,873 14.0 + 434,490 297,995 44,528 14.9 
+ 433,172 3,241,326 1,620,628 1,436,590 17,545 2,834 4,262,289 2,744,646 64.3 1,111,649 3,150,640 1,459,714 46.3 
—14,117 1,138,620 517,481 399,807 7,243 1,871 1,559,787 646,909 41.4 + 178,978 1,380,809 533,898 38.6 
+ 481,485 4,140,140 1,801,910 1,338,851 207,605 96,008 5,205,111 2,689,346 51.6 + 1,208,362 3,996,749 1,686,673 42.2 
+ 270,376 678,191 340,558 304,823 41,822 36,583 754,460 413,992 54.8 + 230,898 523,562 206,874 39.5 
211,540 4,220,837 2,147,667 1,360,490 40,161 36,087 5,833,028 3,501,183 60.2 + 630, vice 5,203,028 2,368,238 45.5 
+75,225 2,741,852 995,007 902,372 199,915 80,569 3,768,914 1,436,243 38.1 3,054,439 1,106,100 36.2 
+ 2,024 ee — hs 6 ee 6 Penee 34 , 615 shaas nee 
+ 6,562 456,767 211,191 196,301 15,385 404 661,891 2 39.7 618,157 228,418 36.9 
+ 293,835 4,949,190 1,615,571 1,142,501 52,482 18,917 5,850,338 1,971. "362 33.6 4,563,706 1,698,083 37.2 
—29,633 1,119,117 732,667 359,364 4,574 1,311 1,512,688 878,399 58.0 1,665,008 752,798 45.2 
+ 93,924 1,051,697 517,739 470,208 10,118 1,818 1,438,099 866,399 0.2 1,400,801 720,353 61.4 
——Rnee- Daeeeses GG REe . ascsee . whenee j§<seue0e sewers 16,609,459 6,224,697 37.4 14,638,138 6,139,737 41.9 
+ 75,266 1,558,459 767,190 5,658,065 2,555,100 624,850 303,166 7,766,108 ~~3,536,296 45.5 6,765,634 2,980,646 44.0 
+ 6,705 19,819 8,854 8,416 ., re eee eee 21,530 8,004 37.0 11,056 272 2.5 
+ 336,491 1,973,537 753,627 598,584 321,854 13,189 7,124 2,248,819 969,904 43.1 2,025,868 928,143 45.8 
+ 399,673 7,531,599 2,900,656 2,417,848 1,074,772 257,705 162,648 9,807,479 5,213,425 63.1 + 894,239 8,913,240 3,827,653 42.9 
—118,612 1,658,617 710,826 525,507 255, 747 52,192 21,633 2,354,928 1,110,291 47.1 + 170,031 2,184,897 883,389 40.4 
+ 39,869 222,415 105,873 80,525 a ae eee 263,071 122,374 46.5 + 59,610 203,461 75,934 37.3 
—213,911 210,386 187,078 174,279 79,805 94,785 45,859 693,361 412,716 59.5 + 145,495 547,866 316,777 67.8 
+ 173,946 156,372 30,612 72,254 32,195 10,565 5,927 65,245 13,721 21.0 + 46,410 18,835 6,081 37.0 
—52,864 1,172,420 473,272 444,526 224,234 11,570 4,240 1,681,380 779,328 46.3 + 121,460 1,559,920 750,903 48.1 
+ 41,831 353,890 123,005 133,715 64,014 656 359 446,430 243,490 64.3 + 66,925 379,505 177,052 47.0 
—57,681 3,565,194 1,705,851 1,104,640 522,174 10,669 5,926 4,738,184 2,103,531 44.3 + 48,198 4,689,986 2,003,577 42.7 
—635,886 220,195,096 93,986,818 67,909,287 31,904,567 4,264,000 1,916,466 293,198,264 133,359,735 45.5 + 34,806,045 8,392, 219 110,555, 941 43.0 











Stock Full 


Although stock full cover companies 
in 1942 lost $4,505,430, or 8.8%, of their 
1941 premiums, the 1942 total of $51,- 
532,661 was well ahead of previous years 
with the 1941 exception, and compared 
very favorably with the $48,258,091 in 
1940, $42,018,790 in 1939, and $37,881,- 
657 in 1938. 

The loss ratio declined slightly more 
than one point, from 43.3 to 42.1. The 
ratios for the various classes of business 
in 1942 were, roughly: Fire, theft and 
comprehensive, 34; liability, 36.7; prop- 
erty damage, 44, and collision 51.5, as 
against 32.7, 41.5 and 52.5 in 1940. 

There were few changes in the stand- 
ing of the leaders in 1942. Ohio Casual- 
ty maintained its hold on first place, 
approximately $2,500,000 ahead of Pacific 
Indemnity which again placed second. 
The latter widened its lead over Trinity 





TEN LEADING STOCK FULL COVER COMPANIES 





Prems. Prems. % Inc. Prems. Prems. 
1942 1941 or Decr. 1940 1939 
1. Ohio Casualty $6,005,304 $6,472,376 —7.22 $5,938,199 $4,910,479 
2. Pacific Indem. 3,734,702 3,927,746 —4.91 3,579,879 3,238,978 
3. Trinity Universal 3,391,328 3,704,438 —8.45 3,186,861 2,981,145 
4. American States ... 2,769,258 2,788,816 —0.70 2,308,269 1,994,968 
5. Buckeye Union Cas. 2,475,199 2,558,290 —3.25 2,059,449 1,804,260 
6. Northw. Cas., Wash. 2,368,461 2,695,098 —12.1 2,264,365 1,783,265 
7. United Pacific ..... 2,335,123 1,650,614 -+41.4 1,579,827 1,594,393 
8. American Ind., Tex. 2,074,907 2;825,860 —10.7 1,874,853 1,714,053 
a_i 1,868,271 1,743,726 +-7.14 1,454,571 1,260,349 
0. Employ. Cas., Tex. 1,796,159 1,759,586 +2.08 1,573,808 1,405,081 
by a comfortable margin. American cific, one of the 10 leaders in 1940, but 


States is fourth again in 1942. Buckeye 
4 nion Casualty with a decrease of only 
25% took over fifth place from North- 


absent in 1941, is seventh for 1942. It 
had a very substantial gain in all classes 
of business in 1942, the total increase 

















Cover Loss Only 8.84. 


1941 is eighth. Wolverine, with a gain 
of 7.14%, is a newcomoer to the table 
this year. Commercial Standard, eighth 
in 1941, dropped out of the leaders 
table with a $332,212 decrease, but still 
showed a substantial volume at $1,720,- 
148. National Automobile of California 
with a $621,927 decrease also was re- 
placed in the table for 1942, its No 
position being occupied by Wolverine. 
Employers Casualty of Texas held on 
to tenth position with a gain of 2.08% 
in premiums. 

There are five new companies in the 
stock full cover table this year. They 
are Canadian Fire, Home of Hawaii and 
West American from the stock fire 
table, and Northwestern National Cas- 
ualty and Maine Bonding from the 
stock casualty table. The fire companies 
appeared with liability premiums, and 
































Universal by approximately $200,000, but oan Casualty of Washington, whose amounting to 41.4%. American Indem- the casualty insurers had fire, theft and 

Trinity Universal was still in third place premiums declined 12.1%. United Pa- nity of Texas, which was seventh in miscellaneous accounts. 

pea 1942 ~~. - 194} 
Total Loss Inc. or Dec. Fire, Theft & Comp. Liability Property Damage Collision Total Loss Inc. or Dec, 
Prems. Losses Ratio in Prems. Prems. Losses Prems. Losses Prems. — Prems, Losses Prems. Losses Ratio in Prems, 
% $ $ $ $ % 

Am. F. & Cas., Fla. 453,660 164,062 37.0 — 20,649 67,977 17,434 204,337 84,300 89,204 33,146 92,142 29,182 474,309 164,804 34.7 + 69,411 
Amer, Gen’l, Tex.. 670,275 300,038 44.7 —178,524 123,048 64,010 303,246 105,182 89,534 35,133 154,447 95,713 848,799 466,506 54.9 —54,622 
Amer. Indem., Tex. 2,074,907 859,340 41.5 —250,953 277,248 92,020 1,052,240 362,249 406,510 198,582 338,909 206,489 2,325,860 1,062,627 45.6 + 451,007 
Amer. States ..... 2,769,258 1,011,343 36.5 —19,558 337,116 104,433 1,138,942 368,125 563,819 201,412 729,381 337,363 2,788,816 1,386,644 49.7 + 480,647 
Anchor Cas., Minn. 1,195,990 525,339 44.1 —186,217 177,171 64,668 611,796 250,337 251,030 102,520 236,392 107,814 1,382,207 645,642 46.7 + 166,093 
Atlantic, Tex. .... 582,496 205,449 35.3 + 80,775 90,491 53,065 168,392 91,397 97,758 27,774 225,855 33,213 501, 721 220,011 43.8 + 2,510 
Beneficial Cas., Cal. —1,649 4,073... —35,600 —55 SOG seeene 8=§©6es sess eee ee ne eae —1,090 3,965 18,034 53.1 +17,091 
Buckeye Un. Cas., O, 2,475,199 1,068,166 46.9 —83,091 272,746 70,234 1,168,118 467,435 530,849 304,629 502,896 225,868 1,037,402 40.5 + 498,841 
Canadian Fire .. 124,300 48,517 39.0 +15,347 26,648 8,116 26,438 12,130 10,197 3,601 61,014 24,668 50,198 46.0 + 46,831 
Coml. Indem., Ind. 133,322 55,157 41.5 + 44,035 22,042 8,009 35,669 3,196 19,257 4,681 56,354 39,271 5.008 69.8. xaanee 
Coml. Stand., Tex. 1,720,148 909,233 63.1 —332,212 184,517 82,121 960,188 537,282 361,754 154,727 213,689 135,103 1,185,053 57.7 —398,380 
Economy Auto., III. 610,305 226,249 37.1 —110,982 86,859 25,361 254,038 91,376 130,270 43,482 139,138 66,030 283,685 39.3 +19,118 
Employers, Ala. 204,153 79,526 38.3 —6,320 23,905 5,940 116,812 41,793 33,909 18,137 29,527 13,656 79,300 37.6 + 58,638 
Employ. Cas., Tex. 1,796,159 $25,677 45.9 + 36,573 187,254 62,709 973,331 439,008 360,066 199,360 275,508 124,600 871,263 49.6 + 186,778 
Freeport Mot., Ill. 963,401 340,903 35.3 —79,241 120,945 29,329 462,019 158,264 199,797 85,335 180,640 67,975 1,042,642 379,194 36.3 + 112,862 
General Cas., Wis. 1,412,475 590,634 41.9 —74,405 131,542 20,706 760,108 353,716 282,034 124,277 238,771 91,935 1,486,880 645,350 43.4 —65,385 
Gov’t. Employes 986,266 399,015 39.1 —2,861 109,723 44,582 481,632 125,091 168,694 70,580 226,217 158,762 989,127 452,813 46.7 + 221,070 
Hawkeye Casualty. 1,390,555 433,674 31.2  +434,226 201,233 52,350 494,675 166,112 421,401 111,086 273,246 104,126 956,329 396,059 41.4  +4129,627 
Home, Hawaii 57,677 26,786 46.3 —12,583 20,662* 14,022 23,242 8,556 13,773 Pee A aateks 8 ooanae 70,260 32,433 44.6 + 49,190 
Hoosier Cas. ..... 868,301 358,724 41.4 —43,857 115,078 29,968 347,160 152,505 177,500 80,455 228,563 95,796 912,158 372,019 46.7 + 112,553 
Illinois Cas....... Reinsured by Hawkeye Casualty oo  - .._..  _.. i sesees = sevese «sw veees «sw eevee nema 608,036 248,503 40.8 + 131,495 
Illinois Nat'l. Cas. 949,986 323,285 34.0 + 29,071 116,406 33,525 394,158 117,688 188,411 66,988 261,011 105,084 920,915 394,062 42.7 + 79,366 
iii 58. 915.839 445,187¢ 48.7 —25,154 178,849 47,534 288,518 147,414 137,106 79,207 311,366 171,032 940,993 482,017 61.2  +118,684 
Maine Bond & Cas. 228,594 132,504 57.9 —8,922 2,549 —42 146,684 97,608 72,708 32,868 6,653 2,070 237,516 91,036 38.3 + 80,108 
Mercer Cas. ...... 335,014 314,855 93.5 —336,759 62,435 37,310 153,136 128,351 71,148 75,616 58,254 73,575 671,773 274,070 40.7 + 136,679 
Mot. Veh. Cas., Ill. 873,687 374,329 42.9 —98,231 153,470 42,068 338,706 176,411 166,535 47,214 214,976 108,636 971,918 397,694 40.9 + 69,470 
Nat'l, Auto., Cal... 1,356,653 837,702 62.0 —621,927 214,161 117,056 464,604 136,151 188,675 91,793 489,213 492,702 1,978,580 1,036,587 52.3 + 375,389 
Nat'l. Indem., Neb. 38,889 7,641 19.5 + 3,816 7,464 773 12,677 3,244 7,042 686 11,706 2,938 35,073 6308 G26 #}}83  covecse 
Nw. Nat. Cas..... . 382,797 40.9 —41,734 46,522 10,700 611,037 251,657 250,265 109,076 31,255 11,364 980,813 439,395 44.7 + 118,466 
Nw. Cas., Wash y~ 2,368,461 ) 899,892 38.1 —326,637 344,664 115,935 986,098 290,881 405,510 161,444 632,189 331,632 2,695,098 1,107,529 41.0  +430,733 
Ohio Cas. ....2s%9 6,005,304 2,372,911 39.0 —467,072 579,995 166,500 3,238,602 1,254,310 1,331,807 577,726 854,900 374,375 6,472,376 2,637,711 40.7 +534,178 
Oregon Auto. .... 436,266 170,334 39.0 + 24,521 45,784 10,669 195,104 77,760 86,658 35,869 108,720 46,036 411,745 145,588 35.3 + 85,361 
Pacific Auto., Cal. 767,133 385,805 50.1 —72,175 70,784 22,728 382,250 196,956 152,340 89,957 161,759 76,164 839,308 367,007 43.7 + 110,903 
Pacific Employ. 1,460,399 576,575 37.0 —50,449 193,197 62,276 643,165 211,199 245,686 108,908 378,351 194,192 1,510,848 651,126 42.0 + 266,344 
Pacific Indem. 3,734,702 1,760,077 47.0 —193,044 441,702 171,701 1,917,700 858,709 647,765 352,053 727,535 377,614 3,927,746 1,693,386 43.1 + 347,867 
Porto Rican & Am. ...2-- eevee ¢ u0pwt—al <<a.  <«-eeb .00hce @6h0ne  s08eb8 teehee “hisses § Sseeeas 127,969 41,908 32.7 + 50,266 
Pref’d. Auto., Mich. 746,047 305,750 41.0 —75,485 129,586 36,008 247,885 93,052 164,198 71,401 204,378 105,289 821,531 349,780 - 42.5 + 122,443 
Sub’rb’n Auto., Ill. 504,154 192,625 35.5 —43,248 67,366 17,466 230,323 84,021 102,325 38,971 104,140 52,167 547,402 280,459 651.2 + 43,300 
Tenn. Awte. .....- 432,036 189,639 43.7 —58,763 48,205 18,047 248,711 98,280 93,538 50,296 41,582 23,016 490,799 218,915 44.6 + 103,380 
Tr'd’rs & Gn., Tex. 504,705 181,036 36.0 —42,835 70,301 22,908 248,063 73,635 93,520 36,688 92,821 47,805 547,540 183,062 33.4 + 134,644 
Trinity Universal.. 3,391,328 1,363,936 40.0 —313,109 603,839 220,291 1,419,717 535,741 577,834 219,031 789,939 388,873 3,704,438 1,453,771 39.2 + 517,57 
Co eS rere Reinsured by American States oo =. = geecee = wae eee == we eees == wares = we wees 787,228 430,276 64.6 —8,801 
United Pacific 2,335,123 787,641 33.9 + 684,509 229,844 68,133 1,174,232 331,467 453,820 210,903 477,227 177,138 1,650,614 742,029 44.9 + 70,787 
West American 853,793 485,969 57.0 —247,018 244,269 106,176 91,336 6,153 39,061 3,848 479,127 369,792 1,100,811 617,509 56.0 —157,306 
Wolverine ........ 1,868,271 745,077 40.0 + 124,545 272,744 87,835 720,847 267,041 312,638 131,217 562,042 258,984 1,743,726 762,952 43.7 + 289,156 
Total, 1942 ....51,532,661 21,676,872 42.1 —4,505,430 6,505,430 6,699,782 2,264,782 8,674,021 9,995,946 4,394,885 11,190,743 5,752,007 56,038,091 24,825,058 43.3 46,309,480 


*Includes collision. 


tIncludes adjustment expense. 
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Mutuals Repeat 41 Record; State 
Farm Tops All Auto Insurers 


By only about $1,500,000 did the auto- 
mobile premiums of mutual companies 
of all classes combined fail to reach the 
1941 total. The premiums last year were 
about $161,909,000 which compares with 
$162,477,907 the previous year. In point 
of loss ratio there was an improvement, 
the ratio for all types of mutual com- 
panies in 1942 being 40.4 and in 1941, 
41.7, 

The mutual companies in the full cov- 
er category, that is those writing bodily 
injury as well as the physical damage 
coverages made the best showing. The 
companies in that group had a premium 
gain of about $1,100,000, their 1942 
premiums being $72, 486,17 9 as compared 
with $71,385,715 the previous year. The 
mutual casualty companies, that is those 
that do not write auto fire, theft and 
comprehensive showed an increase of 
about $600,000, their 1942 premiums be- 
ing $73,492,959 and their 1941 production 
$72,849,821. The mutual fire companies 
or those that do not write B.I. suffered 
a decline in premiums of about $3,000,- 
000 their 1942 premiums being $15,286,- 
as compared with $18,242,434 the 
previous year. 

As between individual companies the 
results were uneven, some showing fair- 
ly respectable increases, others some 
substantial declines while still others 
maintained premium volume at just 
about the same level. 


State Farm Leading Auto Insurer 


Mutual Automobile of 
Ill., continues to hold 
a firm grip on first place among 
all types of mutual companies in 
respect of premium volume but this 
year State Farm is able to lay claim 


367 


State Farm 
Bloomington, 


to even more significant honors. 
Of all companies writing automo- 
bile insurance—stock, mutual, reciprocal 
and Lloyds—it has the largest premium 
volume. Its premiums of $25,645,993 ex- 
ceed by about $7,000,000 the second 
largest automobile writer in the coun- 
try, with $18,458,889, Lumbermen’s Mu- 
tual Casualty. 

State Farm went into top position by 
reason of the great decline in automo- 


last year over 1941 of $591,321. That 
was one of the largest increases of any 
mutual company being exceeded only by 
Farm Bureau Mutual Auto of Ohio that 
made a gain of $741,376. 


Lumbermen’s Mutual Second 


Lumbermen’s Mutual Casualty of Chi- 
cago retains its second place position 
among all types of mutual companies, 
goes into second place among all types 





TEN MUTUAL AUTO LEADERS 


% Inc. 
1942 1941 or Dec. 1940 1939 
1. State Farm Mutual. .. .$25,645,993 $25,054,672 . +2.36 $18,106,385 $15,225,430 
2. Lumb. Mut. Cas., ILL... 18,458,889 18,327,283 -+0.72 16,829,867 16,320,524 
3. Liberty Mutual ...... 14,178,920 14,568,502 .—2.67 12,972,279 12,235,569 
4. Farm Bur. Mut. A., O. 8,359,696 7,618,320 +9.73 6,266,050 5,395,642 
5. Hdwe. Mut. Cas., Wis. 8,061,022 8,483,905 , —4.98 7,588,922 7,167,481 
6. State Au. Mut., O..... 4,502,881 4,920,604» —8.67 4,305,770 4,135,201 
7. Utes: Beutel ........ 4,338,661 3,958,611» +9.60 3,148,523 3,218,931 
8. Am. Mut. Liab., Mass. 4,071,188 4,151,162 -—1.93 3,878,419 4,027,075 
9. Merch, Mut. Cas., N. Y. 3,876,987 3,358,312 4+15.4 3,054,672 3,122,528 
10. Auto Owners, Mich.... 3,693,898  3,573,616V +3.37 2,879,111 2,631,587 





bile finance business which caused Gen- 
eral Exchange and Home to lose their 
predominant positions in the automobile 
insurance field. State Farm Mutual 
writes all types of automobile insurance 
and hence comes under the full cover 
classification. 

Despite rate reductions and other ad 
verse external factors, State Farm was 
able to pile up an increase in premiums 


of companies and holds its lead in the 
mutual casualty classification by a wide 
margin and it was able to produce an 
increase in premiums last year of $131,- 
606. 

Liberty Mutual despite a decline in 
premiums of $389,582. is well entrenched 
in third place among all mutual com- 
panies and in second place in the mu- 
tual casualty classification. 


Farm Bureau Mutual Auto of Ohio 
with a gain in premiums, crowded out 
for fourth place among all mutual com- 
panies Hardware Mutual Casualty of 
Wisconsin, which suffered a decline in 
premiums of $422,883. Farm Bureau Mu 
tual stands second in the mutual full 
cover category. Hardware Mutual is No. 
5 among all mutual companies and third 
in the mutual casualty group. State Auto 
Mutual of Ohio continues in sixth place 
among all mutual companies and in 
third place among the full cover insur- 
ers despite a drop of $417,723 in prem- 
iums. Utica Mutual of New York with 
a gain of $380,000 in premiums forged 
ahead of American Mutual Liability and 
stands seventh among all mutual com- 
panies and fourth in the mutual casualty 
classification. American Mutual in vol- 
ume dropped about $80,000 and it stands 
now in eighth place among all mutual 
companies and fifth in mutual casualty. 

Merchants Mutual Casualty with a 
15.4% gain edges out of ninth place 
among all mutual companies Auto 
Owners of Michigan, which had a 
3.37% increase. Merchants Mutual 
stands sixth in the mutual casualty cate- 
gory. Percentagewise its gain exceeded 
that of any of the leaders. Auto Own- 
ers is tenth among all mutual insurers 
and fourth among the full cover mut- 
uals. 

There are three mutual fire companies 
with automobile premiums of $1,000,000 
or more. First is United Mutual of 
Massachusetts, running mate of Liberty 
Mutual, with premiums of $1,837,990. In 
second place is National Retailers Mu- 
tual, the Kemper company, with prem- 
iums of $1,437,547 and then Central 
Manufacturers Mutual of Van Wert, O. 


1942 Premiums and Losses of Mutual Full Cover Companies 




































rae —— 1941 
Total Loss Inc.or Dec. Fire, Theft & Comp. Liability Property Damage Collision Total Loss Inc. or Dec. 
Prems. Losses Ratio in Prems. Prems. Losses Prems. Losses Prems. Losses rems. Losses Prems. Losses Ratio in Prems. 
: f % $ t 3 _ $ $ $ $ $ $ $ % 

“e } r Becvcee 137,161 68,119 42.3 —3,763 28,960 9,298 46,14 18,552 31,353 14,735 30,695 16,532 140,914 64,444 465.7 + 27,094 
eeanee howe, Cas 163,769 55,837 36.2 —3,694 65,334 16,616 50,846 19,300 19606 8,052 27,983 11,970 157,463 56,766 36.0 + 37,964 
‘Allied Mu. Cas. Ia. 903,295 350,672 38.3 —116,524 168,622 56,623 330,412 128,902 211,461 72,967 192,800 92,180 1,019,819 39.2 + 204,730 
Allied Mutual, Mo. 30,527 13,573 44.3 —3,700 5,834 1,642 14,272 7,294 5,668 2,007 4,753 2,630 34,227 52.4 + 4,296 
Am, Farm Mut.,Ia. 108,309 22,463 20.4 —22,881 10,213 748 66,769 12,991 27,701 6,490 13,624 2,232 131,190 23.9 —5,770 
y. "rm. . inn, 364,401 104,441 29.4 + 2,930 44,249 10,060 158,608 43,027 66,261 19,691 85,283 31,763 351,471 34.1 + 99,769 
a — s me 96,366 64,990 67.4 —83,917 27,714 12,634 6,116 5,231 3,110 2,755 59,424 44,369 180,282 41.1 + 67,120 
Atlantic Seab. Cas. 2,05 1,848 91.5 —2,778 22 11 ones 1,496 812 319 1 4,832 116.5 —70,584 
Au, Owners, Mich.. 3,693,898 1,462,602 39.6 + 120,282 487,094 146,789 1,421,135 490,114 814,262 331,047 971,407 494,652 3,573,616 42.8 + 694,505 
Badger St. Cs., Wis. 65,880 20,662 31.1 —93 6,574 1,256 34,644 12,470 20,063 6,896 4,609 93 66,810 64.3 

ers Mut., D.C. 28,368 7,612 27.0 —2,871 7,873 496 nesses —— #+4£=#&;tt@:h~=.. -sseses 20,495 6,116 31,239 22.9 
a Mu. In., ©. 381.716 161.034 43.5 —3,622 58,493 15,209 141,167 55,410 76,187 38,603 106,867 51,812 385,337 39.7 
Capital Cas., D. C... Has applied for dissolution. ne ee 32,458 90.4 
Capital, Neb e 59,775 15,120 25.1 -5,309 12,473 ww ees : 34,322 wetees 12,966 ...... ; a. ore 1 OR4 35.0 
Celina Mut, Cs., O. 1,131,283 390,330 34.5 232,767 155,461 31,652 166,109 230,848 93,208 232,028 99,361 898.516 4 
Cent. Mut. Cs., Mo, 184,923 82,202 44.5 19,681 40,236 16,150 32,583 28,221 17,131 28,956 16,338 560 42.9 
Cent. States Mu., Ia. 100,323 36,368 36.2 —13,436 22,370 7,617 8,896 24,289 10,477 22,903 9,478 3.5 
Checker M, A., Mich 135,977 93,810 68.9 + 3,021 9,030 895 36,107 47,814 15,487 31,319 41,321 " 
Chi. Ice Prod., Ill. 45,307 9,812 21.7 + 1,578 4,510 793 3,941 11,146 4,508 2.689 570 3 
Cit. M, Au., Mich.. 1,341,659 567,222 42.3 —16,296 = 251,151 70,450 174,296 279,684 97,666 = 362,026 224,811 1 8 
Com. M. Bkrs Cs., Mo. 48,062 22,953 47.9 +7,771 10,342 1,939 11,494 4,293 5,723 14,078 3,796 wh 
Cook Co. Frm., Ill. 62,245 24,599 39.5 +5,200 7,067 188 8,049 10,206 24,347 10,907 5 
Cooperative Cs., Mo. 12,116 11,820 97.5 —12,568 3,821 1,280 6,497 1,440 3,876 3.246 s 
Cooperative M., Wis. 232,201 96,040 41.0 + 19,864 21,620 4,801 57,516 5,916 25,514 12,732 9 
Empl. Mu. Cs., Ia. 2,306,131 962,974 2.0 + 80,370 279,268 102,332 1 430,148 478,356 260, 131 375,099 170,363 9 7 
Fm, Bu. Mut., Ind. 888,165 372,590 41.5 + 153,204 91,317 26,110 114,874 146,516 52,997 358,039 178,609 a 3 
Fm. Bu. M. Au., O. 8,359,696 3, 539, 934 42.2 + 741,376 284,644 60,016 ,422,182 1,795,089 848,390 2,312,311 1,208,746 : "8 41,352,270 
Fm, Bu. M., Kan. ..-++- se aeees Cae 7) eS ee”? re ete tease ieeess (beeen —Besees — -eieman 0 + 96,521 
Fm. Bu. M., Wis. 56,845 25,598 44.8 + 10,945 1. 172 26,748 7.874 7,247 17,424 9,753 4 + 9,690 
Farm Mut. H., Ia. 332,309 141,295 42.5 + 43,808 30,981 119,080 44,189 64,167 78,055 41,624 ¥" + 54,804 
Farm M. Au., Wis. 1,747,293./, 868,691 49.5 —52,256 179,° 48,844 989,115 541,638 333,906 245,053 125,168 1 y 7 + 359,853 
Fm, M. Liab., Ind. 468,521 250,850 54.0 + 39,989 17,748 150,166 72,200 69.362 170,318 125,071 “’ ee 
Fm, Un, M. A., Ia 231,878 107,024 46.5 + 3,672 11,792 92,369 58,033 57,700 36,260 13,765 ‘ 36.7 + 16,678 
Fidelity Mut., Ind. 201,536 67,200 33.3 -13,232 —2,639 98,380 30,147 52,930 47,887 18,872 214,768 74,999 34.6 + 46,076 
Frankenmuth, Mich. 390,320 240,214 61.5 —84,523 10,945 134,741 78,168 79,815 134,053 104,258 474,843 305,490 64.3 + 88,493 
Grange M. Cas., O. 345,473 174,631 50.1 +13,290 9,714 132,744 61,108 73,735 101,235 68,527 332.183 193.491 58.2 + 54,630 
Home M. Cas., Wis. 259,816 111,124 43.0 —15,602 4,365 158,907 74,364 57,300 19, 356 8,360 275,418 136,066 49.4 + 57,638 
Home Mutual, Ia.. 925,005 396,285 43.0 + 21,707 1 65,225 365,111 146,834 233,745 81,897 903,298 372,528 41.2 +97,187 
Ill, Agr, Mut...... 2,324,007 1,036,008 43.5  +238,176 2 49,282 720,137 296,121 323,231 527,622 2,085,831 1,198,703 57.4 + 197,803 
Inland Mt., W. Va 252,130 184,778 72.1 —20,891 1,034 153,545 140,160 78,364 8,635 273,021 106,351 38.9 + 67,568 
Iowa Farm Mut... 639,803t 172,363 26.9 +215,549 29,186 208,326 ’ 90,242 74,691 424,254 185,121 43.6 + 68,768 
Ia. M. Cs., De Witt 368,872 126,780 34.: +12,601 23,462 138,871 66,075 49,266 356,271 133,165 37.4 + 85,396 
Iowa Mut. Liab 1,486,529 609,115 41.0 —10,225 2 104,846 642,478 299,567 335,1 180,016 1,556,754 644,021 41.3 + 316,929 
Le Mars Mut., Ia.. 113,366 50,652 33.9 + 3,335 3,243 46,364 27,789 20,801 9.840 110,031 45.687 41.6 466 
Lin. M. C., Mich.. 378,397 146,296 38.6 —55,357 14,309 145,907 135,493 44,689 31,605 433,754 154,842 36.5 + 84,495 
Madison Co., Ill... 214,457 109,086 50.9 —4,108 5,675 57,050 22,266 170,671 67,254 218,565 152,068 69.9 + 32,756 
Mer. & Far., Minn. 155,451 66,584 43.0 + 24,561 8,501 68,435 31,306 31.089 17,853 130/890 tee one oe 
Mich, Mut. Auto... 226,842 116,548 61.5 —14,829 9,000 89,137 51.547 49.652 30557 241,671 esgess. one pe po 
Mich. Mut. Liab... 3,030,607 1,327,143 43.5 + 24,562 41 13,047 1,396.697 558,247 663.8! 388,125 3,006,045 1,364,127 45.3 4410611 
Mid. Cont. Mut., Wis. Taken over by Wis. Insurance Dept. ; bag ae 90,373 37,699 41.1 “ 40,189 
Midland Mut., Ia Reinsured by Policyholders Mut. Cas., Ia. ......  ... 5-1 ee eee ee eee : 4,672 41,270... 53.756 
Mid<Went Cas., IR. c2s6e sesees ae + Ve eee 122,780 50,397 40.9 + 22,669 
Milwaukee Auto... 978,544 437,642 45.0 103,579 21,405 604.49 280,076 206,071 103,576 64,400 32,584 853,324 397,128 46.5 + 6,152 
Minn. Fm. M, Cas. 185,732 95,101 51.5 42,478 16,049 59,105 34,306 5, 9,564 57,516 35,182 223,973 87,297 38.9 +53.765 
Missouri Cas. ..... 43,369 10,700 25.1 3,497 709 24,222 4,960 3,889 3,039 1,411 54,103 21,036 39.9 + 5,631 
Monarch Mut., Ia. 27,891 15,547 55.2 2 2,017 8,62 4,700 2,701 5,856 6,126 34,450 18,773 52.9 + 15,326 
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Mot. Car. Mut. $ $ s Ratio in Pr ec. Fire, Theft & 194 
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Pio 46,520 7,278 41.0 —<1,1loe P 133 636 7 ; 31,567 9 Ps $ 
om- n. M, Com we 22,098 04 +16 54 240 4,913 1,197 9,861 7 1,097.59 21,181 67.7 
: Policyhl. M. C N. M. 134,236 22,098 47.5 824 28,86 240,004 21 12,81 ‘ 2 4,428 7,591 425 7.3 ; 
A yas. ° , + 28,860 1 216,066 811 paren 2,914 170,2 25,111 38.7 340 
s Bregressive Bs Ss 145,806 36,274 27.0 uae yt ete 44.464 110,868 B+ 18,078 3,564 ase 108,132 7H + 135,168 
> in epublic Mut bo re 78,861 29, 40.9 ,615 6 22, 7612 043 Hh 92 152 5,073 a 7,074 ot + 15.70 
. a ‘ ’ 9 we 6 pas 2 21,520 m J - ’ 36.8 706 
Mu St. Paul Cas.. O.. 209,75 62,751 34.2 9,302 1999 ,229 / 34,30 28,292 “4 35,186 77,810 . 
) 8. »754 & 34.2 ~ 32 “ 8,65 302 . 186 7 esses 418 48.461 
full Sav. M.C -+e++ In hands 89,506 42.5 + 8,759 eT 73,646 24, : 12,991 11,071 35 191 50 659,590 239,992 $1.8 + 3,4 
u > eet mee as., Ill... R s of receiver — —37,236 29,518 46,520 24,558 3 7,565 5,191 20,566 198.160 39,992 36.3 (3,461 
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m- West. St. M. A. Til. 334, "853 16,246 se 6+ Uke ont 221,864 139/282 26/192 ey... ~~ 830) Seasnere 3: aan aan * an 12,658 
, s. N 61 % +1,3 8,466 296,80 ae 111 @ ,900 ‘nae 3 25,054,672 of 40.6 ’ 
ilty Wolverine M, chen. 0 1942 auto nner ll 30.9 aon 6,479 pte 142,264 . 568 55.716 70,672 Po 15,420 11,368,553 45.3 + : 614,834 
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fu- Ex. M. Ind x eee 1,138,816 43.0 + 36,003 492.471 13,442 18,783 217,791 a areas 6° Tbe 295 
Fact M. LR. T. poop lee _. a * 492,471 330,839 38 5,906 IVS91 . 24.5 
m- ny I. 2,707,569 161,073 38.1 35,820 21 7,860 f Pte 13,485 4,907 
ral Select tea’ Eaok «| RS 717,644 26.3 24494309474 "aaa 279,197 -° ‘aes 
. 823 e S928 -376,58 309,47 94,02 ot9,i01 ‘ Pa dans , 226,17 oat 
Goodville = Liab. 12/600 50,902 27.1 376,589 1,866'803 108, 207 Regem 43.384 284,780 123925 2 193,962 4 ea 81,202 sen. it 
t Haw. MC. Winn 8.061023 4,716 37.0 3.357 116,246 oases | b4zb23 (141,148 23391 1144s 3645019 12.061 72,604 ones “cas 
Harleysville M ah 8,061,022 2 23,067 15.7 ~ 206 ye 30,935 anand 141,148 300.243 RP 364,019 ' aon aan 506,080 E 3,524 18.6 
Interbor ., Pa. 1,741,840 7 29,038 36.0 + 9,924 10,056 4.228 39,358 13.375 300,243 53.991 ¢ 546,005 1,914, 259,397 : 
oro M., N.Y , 785.972 6. —422 81,471 << 2 4¢ 3,375 on.@ ,990 + 3,550 155 1.01761: 1,2 
lows N.Y. a 5,972 45.5 22,883 5,2 11,207 a+ ‘ 29,219 ape a ) 017,512 53 
| atten Ag c.. So 409,912 om —98,631 oereas 1,891,774 ‘ Bs go 10 oe 36 6,593 10a.806 . 78,177 tay 153,683 oad 
— rome ™— A Pg pant a5 4179 : eet to 521.346 ,715,66 aor -- + 128,894 o hae ne 126.797 3 p 
~peeorealins) ap yg glee 3,230 14.7 172,936 844,63 ssises sigesl «feness ETE 13,206 +4 en nis | sae 
— Liberty M., Mé a. 676,562 514,742 38.0 —2,315 et 327,165 25 246,626 176 = 404,548 130,086 (941 183,239 5,120 28.2 
18. tres Co sanwaaes G.caneee 42 bli yo 995,778 —— | 6 canane 2 468 Pepa 90,911 49.6 
s M. 5,825,678 ~- 995,778 ean dune 9,226 a ; 8 hd + 2, tees 9. 
ane M.c % Ill. 18,458,889 y" aware 41.5 an oo. 460,995 370,928 043304 2,225 . 40,471 894 bo . 127,628 ny ses ope 
094 Manh. M. Au. C Y. — 304,208 7,040,715 38.1 582 10,609,608 4 203,037 209,101 137,350 aeees eae 929,389 + 156,016 7,588,92: » 004 668 15.4 
964 Mer. M. C . Cas. 1,413,9 112,788 37. + 131,606 1 ,251,798 3,091,5 128,545 6,891 464 24,496 010 = 1,684,461 004,561 39.5 
730 M Sa 1983 905.277 & i.1 4 3,611,505 5 ,091,940 1,3 6,466 + 10,35 l 738.939 
296 Mut. Cas, N. ¥... 3°876,987 1,488,492 64.0 fat v4 ao “ae «ieee 380,316 Py > ry te 919,038 a. ane 
N ape . eee A ° 492 3 5,31 Saaeens 82853 462, 2 co 77,372 eae aa te 273,316 29.7 
770 gh gh M.N.H. 2 Heo sg business re +518, re ren by ob 7 Sane 21.736 1, -—" poo 384.568 y 30:3 306.706 an ioe 6 a 7 9 
Pag a 2 - sured. 2,921,52 4 561% 29,2 Se 5,892,38 - +148 899 os . 
769 Patrons ogy M. 16341 721,905 32.0 528 1,115,387 eye | 105,585 3,057 mere oo 10.5 4+ + conde : 619.093 60,408 37.9 
0 7 a. T Mut. Cas. es 4,088 on + 229,926 Z $10,540 357576 «39,68 7,136,033 38.5 = 2,972,275 _ 182,72 2 
584 Penn "Mut. Farm.. ost 94 5,576 193.0 + 3,557 10834 : a 39,584 87,440 i 1,497,416 16,829 "a6? a ri 
505 Postal i . Indem. pets 534.281 as —9'209 12,983 555,457 sie aki” | Negeaaciall See 46.8 829,867 6,323,092 me 
044 P M. Ind., Tex iti 81459 12.$ + 15,210 +t 3,358 yp in 109,852 484,261 44 1,1 76,4 04 
public M. C., M a 0a. es 12.9 +53, ae 648.847 me 365 2802 41,202 2,035 11.585 43 1 308.640 3.064 PB gts 33.0 
531 ey ies. “aaa 11,586... a 46,561 302,447 189,014 2,035,196 6 20,345 gh a: a ae ae 
631 = I. Mut, Liab - 1,032,722 euiaee 55.6 metees 18971 189,014 12,784 tr 30.4 + 208.846 1,462 ' vias 52.6 
*: Seab. M. Cas Bese 65.746 03,615 29.4 20,345 Peet 6,511 . 5,092 834 6 5 ae 5 1,646,351 bs 575 «46.3 
125 Ss be 2 94 16,702 2 + 2.3237 ,5386 ae 936.084 1,618 32.0 3,793 815.253 
ar Secur. M. Cas. o. Fcapees 8635 ae + 3.660 698,831 10,187 are soees anans 965 tases 1253 19.6 
wee anspt. M. —— 269,829 535 35.6 A417 44,264 333,85 3437 oo oe + 110,073 . oer 0 
“ oe oo Fs 124,398 165,078 61.5 —2 pas 16.686 19187 98,289 a oeey pi 37,073 26,011 104843 41.4 
89 Cie Sea, Y. 4,388661 i ca. see.res = 308, 508 7,173 oe cusses  covnee 8 oanaae 43,991 47 <evigerin 
8s l'w C - Y¥.. 4,338 2,407 12 + 14,573 rng : 2,03: 2,288 707 ,030,395 bag 7.5 : 
649 t v Cab M. Oka. 1/454 1,677,206 386 —1,085 124,398 23,095 ™ So tees - a le ae of 183 98 3 sia 
R72 = ,454 4 38.6 + 380 18,788 , 5,994 28 476 er + 228,150 236 $1.347 - 
7 Total 284 19.6 : aane Ah, 139 28,476 2.5 ice t+ Bly ot 44.8 
tee renee 7 - —_ 9 a seen 5 RUG ve s, , 7 , abd 5 : 
73,492,959 29,027,158 39.6 ae Ee ee. ” 1,026,586 387,03 tan 186,800 = + 23,055 ae 1 aa8 38.0 
39.6 ~ ! 9 vane 825 ; 36 5,42 675 27 
_ + 646,138 siete 118,184 42,89 19.872 89,024 ; + 117,605 . 16.360 301.7 
53,86 ° os hau 42 873 ge 81.1 ov 498.97 301.7 
4 3.270 21,128,366 2 rye) arses 2,894 3,958,611 17,635 88.7 4,703 rete 149,992 
uto P o 3 reine: teenies “tereves Seeerteaes 2 766 1,456,129 36 ‘ 1702 114,527 49,996 37.6 
remiums and L Tes “Govaass “Lionas TasaeaTo ave ous 7 age 21575 6.268 20.0 
let en ae wo a 426 672,835,979 29, seas ale ~222 8 988 1,308,941 41. 
Foal hoe osses of Reci — — _ = _ 415 
wasiil | te Ee procal Full aad Gaaueav GaTzOn “th0 
rear Club es PN aie % in Prems. ~via & Comp. —1942 over -_ s 72,981 41.0 
Berwind Exch - ° 948,082 BOX, se: oe g ¢ 8. Losses OY. iced rganizati 
’ calif. Cas. I eo 5,153 300,788 31.8 iheeeh = Ba a Loss Property Dz inlienscuiniatncillinigai 10 
Calif. St nd. Ex. 321,56 513.9 -74,222 teeee $ ses Pre Damage — 
Cz . Auto. As. 3 33 563 89.4383 2 2 +658 166,112 Ags stg: $ =. Losses Collision = ————— 
Cas. Rec. Ex. Mo . 3,330,028 py 881,736 = —9,443 1,040 =a ousaes 6 1s8 ass $ ai Prems. Toes = - 
+ , 5 ' 445 P ,692 . . ,088e8 é ———__——_—_—,, 
Cc icago Motor Cl +» 1,321,077 861.9 26.5 +1,033,775 32,540 Pe. 2,004 129,129 116,027 ee $ , Prems Loss I 
peng Se we 3,277,451 1 paged 65.2 pases 349,002 on ans 166,758 73 eo 44 51,027 $ $ “ Losses Ratio on Pre Dec 
edit Un. E -- 808,641 ,485,631 45.5 26,186 29, 86,788 1.462. 35,938 _1,329 027 186,251 86,964 14940 o rems, 
Detroit . mx. Ti.. oa 276.817 3 — —333,80 : 043 ,462,942 9 54,393 188 86,964 14 il . ° 
Auto. C 17,709 817 34.1 — 801 645,026 8,668 947,777 1,466 423'767 25,468 022,304 4,066 76.6 
Erie Ina, Exe lub. 7,297,61 ,279 41.0 229,789 eae 179,163 947,777 628 423,767 191.77 198 ¢ 361.931 35.4 —30,359 
~ . Exch 7,618 3,452.55 ° a 111,387 9,16° 1,213.4 528,031 a 91,774 1 22,28 4,495 931 35.4 35% 
Farm A . Pa. 6572 52,550 47.5 816 joy to de 17,871 ,491 586 55 320,013 ; ° 281 331 4 95 > + 140,496 
> uto., 572,130 5 er +10 2,367 "30 429,409 5,558 79.247 214,77 511,708 2,28 1,006 seaman ta 5 336 
Farm Auto.. aa” anmie a — ve sot 44 aan a “come oon al 241,104 mp 2.296253 $87,636 38.6 ert 
oni. tad Eee Baeaa 3,601,810 40.0 pet 70788 22,521 page 755,868 B44. 1/440 78,806 3,611,252 10,286 53.2 346,009 
Geum. a ‘ Mo. 52,218 28.741 33.5 he 4 1,354, 789 (25528 pbep te 104,443 pice éne'4 4 re. erty 1,038 ane 1, 4 a8 + $7,193 
ig Pag 3 “f, Ps o15, Nght 7 - — 2,180,345 _ 3,815 = 4 502 
Highway Un _ 18,015 3.0 =a a 9572 03,300 3,368,522 93,231 78,057 76.139 345 1,566264 7.2 ¢ 42.4 : o.ce8 
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Total + cease Sut a See 116. ro Ler7os 592.917 320,881 are 15,431 a Ses ey 
- 27. o, 2,d1% r >, BK : , 9,096 5 23,268 
...37,354,505 15 —_ — “ —237,775 staan 19.495 $06,831 357.729 545,981 254,910 sei 7,494 15,573 44 4 ae 
0,949 R5 —EEEEE sa ’ - » 232,262 : , 20, v4 . 
165 41.6 eee 50,323 6 ase 69,591 394,681 060,959 489 817 = 1,843,852 ; + 38,515 
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,371,345 6,222, 6S apacanael ,215 184,763 605,925 aaa 5 46.3 1499 
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, 7 154 56,036 12,282 21.9 + 31,115 
Assn. Empls.Lloyds 55,989 14,839 26.51 —47 4,242 2,186 32,928 6,719 17,229 4,180 1,590 1, y : +8 
Ft. Worth Lloyds.. 68,300 19,687 28.7 + 21,917 14,117 7,079 27,154 2,088 10,647 1,573 16,382 8.947 46,383 16,096 $3.5 —hass 
Liberty Lloyds, Tex. 7,690 364 52.3 —61 1,540 77 a  w#eesns 1,046 183 2,060 4 Ry osss og :29498 
Beers Gee, Bess.  ccvceee i 606s a... ewes tames«  <200  tt=te. -siees Wen Neetee «63606 4 #«§° ebene " » . p 
Lloyds Guar., Tex.. 26,021 8,703 33.45 + 22,450 3,830 558 14,627 6,153 5,912 1,217 1,750 172 ene R. ~ 36.5 a 
, loy ing. 5 a —4,480 ...... —100 15 ae pe —35 4,4 , t 
Mine, Lievds site 1,047,069 496,527 47.4 —178,646 189,940 70,471 467,304 224,607 184,214 80,612 205,611 120,837 1,225,715 659,570 53.8  +142,026 
Natl. Lloyds, Md.. 353,077 207,739 60.5 —244,079 56,269 44,701 123,593 37,346 48,105 10,190 125,110 115,502 697,156 398, 921 ie +519,605 
South. Lloyds, Tex. 30,113 9,217 30.6 —5,383 9,567 2,061 8,692 1,689 3,222 1,772 8,632 , ¥ t 
S. W. Lloyds, Tex. 7,142 ec: Oe 860 ee Centers 0 ena 4,145 504 ot Snes 583 vetoes ces sais a me 
5 : 3 5,67 2,453 1 + 
Superior Lloyds 148,969 84,992 57.0 —10,724 38,145 25,670 33,161 4,406 16,295 2,463 61,368 52, Y ' 
Western Lloyds |. 55,711 34,452 61.8 —38,983 12,716 8,039 20,228 200 3.924 751 18,840 25,459 94.694 12,541 13.2 heeaee 
ee 1,800,096 885,357 37.2 —462,409 330,366 160,742 734,791 291,284 293,007 103,637 441,926 329,488 2,262,505 1,143,698 50.5  +656,190 
Mutual Fire Companies 1842 -— 1941 
Inc. Inc. 
1942 ~ 1941 Net Paid Loss or Dec. Net Paid Loss or Dec. 
Inc. Ine. Prems. Losses Ratio in Prems. Prems Losses Ratio in Prems, 
Net Paid Loss or Dec. Net Paid Loss or Dec. % 3 3 $ % 
Prems Losses Ratio in Prems. Prems. Losses Ratio in Prems. Safegrd. M., Pa. 48,792 57,396 117.0 —155,222 204,014 45,748 22.1 + 44,189 
% $ $ % $ St. Marys, Pa. 11,488 10,505 91.0 —#,128 20,616 12,084 60.0 —6,782 
Abington Mut. 15,820 —3,826 19,646 8,302 42.2 —7,692 SalemM., Mass. 6,057 1,789 29.4 + é y ¥ + 
Alii. Cp., Kan. 5,450 —844 6,294 1,738 27.6 +3,180 Secur.M..N. Y. 14,603 10,965 74.9 —2,242 16,845 25,374 150.6 —1,556 
Allied Am, M. 818,547 + 16,351 802,196 236,008 29.4 +160,771 Select Risk, Pa. 5,865 7,844 133.0 —13,402 19,267 12,671 63.1 —215 
Am. M. M., R.I. 1,946 + 2,007 —@ 1500 wes ee eee Shawnee M., O. 480 —65 ... —20 500 —80 ... —10,477 
Am. M. F., Wis. Auto business discontinued. 16,409 $088 18.8 awecce State F.. N.H. —3,113 as —9,296 183 1,546 =e me 4 
9 - 94 or - State Merc., Pa. Reinsured by Natl. Mut. As., Pa. 69,549 112,983 162. _ . 
ae, Sie. eee, =| Se — te 6 ge a 0687 Sterl. F.. N.Y. 22,596 14,813 66.0 —4,360 26,956 15,809 58.6 + 6,310 
At MeN ©. | Babi oe ey rr et 63,254 Bess 40.0 tease  Tomp.C.,N.¥. 25,926 9,970 38.4 —89 26,015 7,982 30.6 +11,747 
Atl. Mu., N. Y. 54,813 20,741 38.0 —8,441 63,2 25,155 40. + 33,93 2 ee ave pate . 
Aus. M., Minn. 17,863 11,106 64.0 —7,157 Cy 520 9,055 36.9 +9,564 Tr. & Me., Mase. 23,806 14, $13 65.5 —935 23,531 10,324 43.5 + 4,738 
Mut., R. I. 3, 73,552 12.4 —29,641 623,325 69,011 . —38,295 r. & Mer. Mu.. ¥ DAE) Sadia 6 Smemees > (aacratag saa aie 
ee oa: ee * Un. M. F,, R. 18,194 16,125 89.0 —6,013 24,207 9,807 40.5 —29,206 
Au, M. F., Pa. 4,001 10,503 258.0 —27,845 31,936 8,188 25.4 +15,044 Un. Mut., Vt.. 31,346 12,058 38.2 +648 30,698 9,418 30.6 +7,411 
Berk, Mu. F.. 192,253 ee te eee ore +39,865 Un. M., Mass.. 1,837,990 476,978 25.9 —9,877 1,847,867 516,834 27.9 +353,495 
Bur, Mut., Vt. 33,157 11,046 33.1 —4,999 38,156 1006 SES casdae ‘ 7 * main. as meron 
Cambridge M. 104,337 66,426 64.0 —101,439 205,776 T2088 96.2 8 +06,689 (Utten Five... Saeee gy == rod co Br BB, 
Campbis.,, Wis. 1,408 1,125 80.0 —2;701 4,104 894 21.7 wees Wash. M. Pa. 5,475 1,651 30.1 + 3,726 1,749 ¢ Bre 
Can. Cp., N.Y. 23,834 20,863 87.7 —5,479 29,313 $6078 MS cases West. MI. M., Mo. 47,463 24,337 51.5 —25,428 72,891 32,341 44.3 + 7,126 
Cap. M. F., Pa. 83,168 ee er ee cat Angee Wor. M., Mass. 118,694 34,796 29.0 —200 118,894 32,143 27.0 + 26,846 
Carp. M., Pa, 18,913 8,229 43.5 + 2,765 16,148 6,360 39.1 + 6,197 Wyo. V.F., N.Y. 26,339 10,612 41.8 —520 26,859 19,367 72.1 +1,961 
Catskill, N. ¥. 10,477 4,768 45.5 —10,167 20,644 SOS 688° acces ’ on Pca sad 
Cent. Mfrs., O. 1,118,572 447,853 40.3 348,884 1,467,456 542,664 36.9 +320,924 ae 15,286,367 5,532,535 36.2 —2,958,507 18,244,874 6,522,630 35.7 + 2,440,441 
Cheese Mk. M.F. 2,909 ee ees i‘ eee. 8 sesces.  BeeeOS i<  £4zmeneo 
Chem. M., N. Y. Merged with Otsego <a Fire 12,311 2,789 22.6 + 4,048 +Formerly Minn. Implement Mutual. x 
Cit. Fd., Minn. 74,706 49,745 —31,101 105,807 60,196 47.3 + 28,401 tMerged Dec. 31, 1941, with Implement Dealers, N. D. 
Cit. Mu., Mass. 57,501 15,200 26.6 +953 56,548 17,496 30.9 + 10,664 
City M. F., Pa. 3,824 2,766 72.0 +2 3,822 461 10. + 2,072 1942 LI d Fi iE 
Coml. Mut. O. 10,679 94,366 890.0 —114,261 124,940 129,755 104.0 © —13,737 oyas rire xperience 
Det. Mut., Au. 1,900 194 10.2 +966 934 161 17.2 +178 
Don. & Con., Pa. 60,431 27,234 45.0 —20,813 81,244 33,435 41.2 + 20,011 — 1942 1941 — 
Dorchester Mu. 17,172 5,194 30.0 —997 18,169 4,880 27.0 + 2,558 Total 
Drug. Mu., Ia. 5,524 1,095 19.8 —187 5,711 1,869 32.7 +752 - a ae Ine. — te tin Inc. 
Emp. Cp.,N.¥. 30,693 17,924 58.4 —2,417 33,110 19,690 59.4  ...... et a ae rs = oo 
Emp. M. F., Pa. 50,852 26,203 61.7 —16,815 67,667 18,421 27.2 + 3,361 “— I ses i in Prems — oe ies - © in Prems. 
7 i 9 
— "ee eee | oes se +25e eT eee ee tae e7t Comm. Lioyds 126,906 27,160 22.6 +7,639 118,267 «18,333 12.5 + 26,487 
arm. Al., Kan. 38,720 20,801 53.7 —9,028 47,748 18,535 38.8 +9060 Cee ers. thee oraee oes 
A . 2 ; . Tx. ; m ‘seeeee ' “ieee, ~ detec a seas 
Farm —" O. 490,434 223,860 45.5 + 56,932 433,502 222,839 51.4 +122,054 Ft aes, Bde re alee ies? 70.8 —~$1 133 98,301 sells 403 ~Si8 
ar ll gD Soe a6 > ed = e. are Lloyds, N. Y.. 17,520 4,385 25.0 —3,762 21,282 ey eee ; 
Federal, aoe 290,761 102,830 35.4 —61,643 352,404 97,308 27.6 + 79,441 Pfd. S. Lds., Tx. 30,933 oe ee 60 ees 6=— an “Oe 
a —— | Oo 40,860 32.0 +16,075 So, Tex. Lloyds —_ 39,209 24,909 63.5 + 3,713 35,496 5,683 16.0 +12,209 
r. Dirs., Wis. 2 —_ B eeeees tee teens a. ds. 276,355 76,861 27.8 —59,553 335,908 78,385 23.3 +69,611 
Gen. M., Okla. 2,200 1,396 63.2 —64,907  ...... EE Sma PSAs Stand. Leapee ° ere —_. 
Globe Mu., Mo. 15,098 2,485 16.2 —42,009 57,107 39,563 69.9 —17,174 Total 521,753 193,973 37.0 —59,501 581,254 139,462 24.0 +4105,723 
Gr. Dirs., Ind... 310,392 155,450 50.0 —142,500 452,892 209,139 46.1 + 33,145 
Grang. M., Md. 27,892 14,012 61.0 —5,867 33,759 15,006 44.4 —=§ ..eeee 7 = - = 
Green Mt., Vt. 54,134 18,154 34.6 + 3,619 50,515 21,443 42.4 +16,273 eciproca 1re rganizations 
Hdwe. D., Wis. 586,729 128,803 22.0 +4123,581 463,148 125,543 27.1 —69,455 
Hdw.M., Minn. 566,899 169,451 29.8 + 48,300 518,599 143,932 27.6 +226,552 -— 1942 c 1941 — 
Holyoke, Mass. 117,885 36,556 31.0 —82,348 200,233 64,660 32.2 + 26,952 Total 
Home M.,N.¥. 87,770 34,342 91.5 —49,321 87,091 53,306 61.6 + 3,242 Inc. Inc. 
Imp. Dis., N. D. —33,100 —2,235 - —106,000 72,908 46,200 63.4 +12,519 Net Paid Loss or Dec. Net Paid Loss or Dec. 
Ind. Lum. Mu. 286,523 121,240 42.4 —58,832 345,691 118,586 34.3 +109,428 — Losses = in Prems. a — “— in — 
a ‘oO 
ee Se a. | oe = segeT eb + 13,596 = AMiliated Und. 25,715 13,145 51.0 —19,166 44, 20,031 44.6 —8,765 
In.Com., N.D.t 10.612 1,021 9.6 — 230 10842 6404 59.0 : Au. Clb., S. Cal. 3,341,187 1,499,067 44.8 —303,943 3,645,180 1,841,111 50.5  +323,492 
Mee if. Be : *n79 : ° "54o ‘ ‘.— mie 5 <A. In. Ex.,Cal. 57,257 18,137 31.7 —1,561 64,818 36,237 55.9 + 4,924 
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Share-ride plans increase the realization for the need of 
automobile liability insurance and medical expense pay- 
ments coverage. Now is the time to get non-insureds into 


the habit of buying insurance protection. 








Many Positive Factors in Auto Field 
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stressed the difficulty of replacement 
for an uncertain period after the war 
have succeeded in retaining compre- 
hensive or fire and theft lines even 
though some collision and casualty cov- 
erages might be dropped. 


Alert Agents Get Business 


4. Alert agents, gifted with some 
real salesmanship, have done well in 
various communities by going after the 
car owners who are financially able to 
buy proper insurance protection. The 
war worker, with more money to spend 
than ever before, is a good market for 
numerous lines of insurance protection. 
Since the automobile is a transportation 
necessity to many, these car owners 
can be sold full automobile protection 
in many instances. 

5. That there will be a great de- 
mand for automobiles after the war is 
shown by the comment of a young man 
now serving in the navy. “Almost to 
a man,” says this seaman, “The boys 
in the navy are already talking and 
planning for the car they expect to get 
just as soon as they are released from 
their war emergency duties.” And by 
that time a goodly number of the cars 
in use in the early days of 1942 will be 
pretty well on the way out. 

6. Commercial cars used for vital 
freight and passenger transportation 
have increased in value during the past 
year and the smart agent is recogniz- 
ing this situation by revising values up- 
ward. This produces more premium 
and with virtually no replacements 
available these commercial cars and 
buses certainly should be fully covered 
by insurance. 


Towing and Emergency Service 


7. Under present emergency condi- 
tions, with every motorist taking good 
care of tires and batteries, the towing 
and emergency service coverage is a 
bargain and agents should add this pro- 
tection on every passenger car that is 
being used. Unless collision insurance 
is carried, the addition of towing cov- 
erage represents an automatic increase 





Exposure to Accidents 
Is Less Than Mileage 


Many people assume that if 
they drive fewer miles in 1943 
that their exposure to accidents 
is reduced in the same propor- 
tion. The National Safety Coun- 
cil points out that mileage rate is 
an inadequate measure of expo- 
sure to accidents. In 1942, for 
example, there was a 17 percent 
drop in the mileage rate while 
the exposure to automobile acci- 
dent deaths declined only 12 per- 
cent. 











in premium of 334% without having 
to secure a single new client. 

8. Rationing has not reduced the 
usage of cars by essential workers to 
the extent that it has cut down the 
so-called pleasure use of non-essential 
automobiles. However, the average 
citizen realizes better than the OPA 
the extent to which our entire domestic 
economy depends upon automobile 
transportation, and while endeavoring 
to cooperate in saving rubber and gaso- 
line, Mr. Average Citizen is hopeful 
that a more lenient rationing plan will 
soon permit the minimum of disturb- 
ance to our essential economy. Our 
war effort cannot function efficiently if 
our domestic economy is too badly 
crippled by restrictive regulations on 
automobile transportation. 


A. V. DAVENPORT 








Assistant Secretary A. V. Davenport 
of the North America makes these ob- 
servations: 

“Much automobile physical damage 
insurance, aside from the insurance 
upon financed cars, is still being writ- 
ten. In fact, some agents are finding 
it easier to sell collision insurance today 
along with the comprehensive regard- 
less of the gasoline and rubber situa- 
tion by simply pointing out that if a 
collision does occur it will be more 
costly than ever before because of the 
higher price of repairs. 

“Those agents who have solicited all 
B.I. and P.D. policyholders on their 
books for whom they are not carrying 
the physical damage coverages are find- 
ing that much new business can be de- 
veloped in this manner. This is really 
a service due their policyholders in or- 
der to prevent a lapse in insurance 
where a car may have been purchased 
under a finance plan with the insurance 
expiring concurrently with the maturity 
of the financing. In addition, a large 
volume of commercial car business is 
still available and again because of the 
mounting cost of repairs complete 
physical damage insurance is now even 
more essential. Agents taking advan- 
tage of all their opportunities to pro- 
duce automobile business are not find- 
ing it too difficult to maintain their 
premium income upon this class.” 


J. W. GUNN 








President J. W. Gunn of Employers 
Mutual Casualty of Des Moines puts his 
thought as to the situation in succinct 
terms. He makes six points which he 
has compressed into a few words, they 
being as follows: 

1. More people have more money 
available today than at any time in the 
history of our country. 

2. They cannot spend this money on 


many things that formerly were for 
sale—new automobiles, new homes, 
home appliances, etc. Even food is ra- 
tioned. 

3. Their surplus earnings are going 
into savings—war bonds, payments on 
homes, life insurance, etc., thus creating 
estates and property ownership. 

4. Such property ownership needs 
liability insurance protection of all 
kinds, to preserve and maintain it intact. 

5. All the agent needs to do is to see 
and solicit people in his community. 
They are ready-made prospects with the 
cash to buy. 

6. The new comprehensive and auto- 
mobile form gives the agent a new ap- 
proach—something new to talk about, 
something additional to sell—all at a 
reduced price. 

What more could any 
for? 


salesman ask 





H. E. CURRY 


H. E. Curry, actuary of the Farm Bu- 
reau Mutual Automobile of Columbus, 
states that he hesitates to forecast what 
will occur to automobile insurance this 
year since so many of the things he 
feared would happen in 1942 did not 
materialize. He says further: 

“A year ago we were just being intro- 
duced to gasoline rationing and re- 
stricted sales of new cars. Insurance 
men generally felt that these factors 
would materially reduce the number of 
cars operated and therefore decrease the 
demand for insurance. In our case, we 
anticipated the decrease would be tem- 
pered by our substantial volume of farm 
business. Many changes did occur— 
rates were reduced in recognition of re- 
duced driving, existing coverages were 
broadened, new forms of coverage were 
added. The result was that we wrote 
the largest volume of premium in our 
history. 

“The war has brought problems and 
forced readjustments. A_ substantial 
number of our young men in the home 
office are now in the armed forces. In 
many instances they have been replaced 
by women of experience particularly in 
our underwriting, service, accounting 
and filing departments. So far we have 
not found it necessary to assign women 
to claim adjusting or sales supervision 
work. Conscription of office equipment 
has necessitated readjustments in office 
procedures. 


Should Plan Daily Work 


“Restrictions on gasoline consumption 
has emphasized the need for our agency 
force to plan their daily work. We have 
aided them to do this through meet- 
ings, forms for planning their work, urg- 
ing that they pre-arrange appointments, 
use direct mail advertising more exten- 
sively and systematically, and through 
the use of conservation stuffers accom- 
panying premium notices. We have a 
staff that devotes full time to these 
problems. The effectiveness of this pro- 
cedure cannot perhaps be measured ac- 
curately but we do know that our pro- 




















“__er—well,—you see—I don’t carry in- 
surance any more. I figured I didn’t use 
my car enough.” 








duction of new business is 
about 12% ahead of last year. 
“Apparently the higher average earn- 
ings of workers coupled with restric- 
tions on purchases are bringing new 
buyers into the automobile insurance 
market. This indicates two things — 
first, most people are conservative and 
appreciate the advisability of protection 
against unknown hazards, and second, 
the average individual will buy insur- 
ance if he has the money to pay for it. 
Too many of us overlooked these facts 
a year ago in our pessimistic appraisal 
of the future of automobile insurance. 


Should Broaden the Market 


“These facts should be an incentive to 
insurance companies to devote time and 
thought to ways of maintaining and fur- 
ther improving the average level of in- 
come if for no other reason than that it 
will stimulate the further distribution of 
insurance. If the market for insurance 
can be broadened, the companies and 
agents will be able to distribute insur- 
ance at less cost which will open the 
door to the elimination of the criticism 
that it costs too much to distribute in- 
surance. Over the long pull the com- 
panies, the agents, and the insuring 
public will all benefit and the threat of 
governmental absorption of the insur- 
ance business will be dissipated. I have 
long felt that if the people of this coun- 
try can solve the problem of getting 
more goods to more people at less cost, 
the majority of our economic ills will 
be cured.” 


S. W. PRINCE 


Secretary S. W. Prince of National 
Fire gives his opinion to the effect 
that automobile insurance will take great 
strides in the early years after the war. 
He looks for a premium income far 
greater than any year in the past. Speak- 
ing of the company’s own experience, he 
says 

We have not found that our agents 
in the territory reporting to this office 
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have been losing much, if any, of their 
automobile business other than from 
assured going into the armed forces. 
Even with the rationing of gasoline we 
have experienced no. falling off in pre- 
mium income. In fact, our private pass- 
enger car business for the first quarter 
of 1943 shows an increase over the 
same period in 1942. In the latter months 
of this year I look for a reduction 
in private passenger car premium in- 
come but this I feel will be more than 
offset by increases in other classes of 
automobile business. 

“The effect of rationing in so far as a 
reduction in loss ratio is concerned has 
been helpful in some sections. On the 
other hand, the collision record in the 
cities and towns where there is any real 
concentration of war work has been 
worse than before rationing. The total 
thefts are increasing in most territories 
and I look for the same results fire- 
wise as time goes on because of lack 
of proper mechanical checkup and re- 
pairs. The used car market is very 
spotty, Certain localities show consider- 
able activity whereas others are not 
making many sales.” 





A. R. GOODALE 





With the exception of distinctly met- 
ropolitan sections, such as New York 
City, producers are losing very little 
automobile renewal business except in 
the case of persons who have actually 
sold their cars, put them in dead stor- 
age or have gone into the armed serv- 
ices, Secretary A. R. Goodale of Trav- 
elers reports. In those cases where the 
car is put in dead storage the wise agent, 
of course, he says, will retain the con- 
tact by continuing the fire, theft, com- 
prehensive material damage insurance. 
There is not much that can be done 
about the writing of bodily injury, prop- 
erty damage and collision on such cars 
until they are actually put on the road 


again. Mr. Goodale says further: 
Plenty of Accidents 
“While it is a fact, as we all know, 


that the motoring public cannot drive as 
many miles or as fast as they used to 
do, the bulk of those carrying insurance 
are continuing it because they and the 
agents know that there are still plenty 
of accidents and one never knows when 
his turn is going to come. More than 
that, our figures and those of other com- 
panies I believe show a very substantial 
increase in the cost of settling bodily 
injury losses and property damage and 
collision. We estimate the former at 
about 25% and the latter at 20%. More- 
over, there is plenty of congestion at 
least at certain times of the day in and 
around our cities, if Hartford is any sort 
of example. I think that most people 
are using their small allowance of gaso- 
line for necessary trips in and around 
their own area. The open roads are the 
places where the lack of cars is most 
in evidence. Congestion as we know 
makes for accidents and when one starts 
out on a trip he does not know whether 
it is his turn to draw a black ge out 
of the bottle or one of the white ones. 

“Agents are selling new olenee 3 as is 
evidenced by our production figures and 
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those of other company men with whom 
I have talked. It seems quite evident 
that those producers who take the atti- 
tude that business can be sold will write 
it, but those who are defeatists in their 
approach are complaining. 

“In these days of declining automobile 


premium income there is still a big 
field of cultivation for extra premiums 
if producers will try to sell medical 


payments coverage and increase the lim- 
its. The former presents a real oppor- 
tunity. Some agents are finding the sale 
of medical rather easy upon renewal but 
others seem to take little interest in it. 
I believe the medical payments coverage 
represents one of the big advances in 
the automobile field in recent years. 

“We are optimistic about the future 
of automobile insurance—not only the 
immediate future but the future after 
the war is over and cars are back in 
production. To be sure in 1943 premium 
volume is going to be down but at a 
time such as this the number of risks 
is the important index to activity. After 
the war, with the new cars that are 
going to be built and the sudden release 
of pent up emotions, the automobile is 
going to regain its place in American 
economic and social life, It will be more 
of a necessity than ever even after mak- 
ing allowance for the tremendous surge 
in aviation which is bound to come 
after the war. There are going to be lots 
of new cars to be insured for fire, theft, 
comprehensive, and collision, as well as 
bodily injury, property damage, and 
medical. 

“You inquire as to whether the used 

| Ww 

automobile market has been fairly active. 
We believe it has as has been evidenced 
by the amount of new business for 








fire, theft, comprehensive and collision 
which is coming in on used cars. While 
some of this business may be of doubt- 
ful desirability, most of the new owners 
have good jobs at the present at least 
and are insurable. 

“Altogether we feel that while there 
are not as many accidents as in 1941 
and the early part of 1942, there is still 
just as much need for automobile insur- 
ance as formerly. The casualty lines 
more than ever mean job insurance and 
the increased claim costs on both the 
casualty and physical damage coverages 
demonstrate the absolute necessity of 
insurance protection at the low rates 
which now obtain. In most places the 
cost of insurance is about five to ten 
cents a day and who is there who can- 
not afford that?” 


War Intensifies Need 
for Auto Cover 
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effort to slow down and pre- 
vent, if possible, the rising spiral of 
prices. One important method of ac- 
complishing this is to drain off the 
surplus earnings of each individual. 
This can be done by influencing peo- 
ple to purchase war bonds and pay new 
insurance premiums. Income invested 
in insurance premiums not only pro- 
tects the individual, but also aids in 
the fight against inflation. Automobile 
insurance is not a commodity to be 
rationed in order to prevent runaway 
prices; but rather it is a protection to 
all who may qualify. 

The greatest asset possessed by insur- 


gigantic 


ance companies is not revealed in their 
financial statements. This asset is the 
agency force in the field charged with 
the responsibility of serving the public. 
In the present war, there are four 
primary avenues open for personal 
effort: 

1. Serving in the armed forces. 

2. Production and distribution of nec- 
essary food and material needed 
for the war effort. 

3. The production and distribution of 
food, material and services in be- 
half of civilians. 

4. The protection and preservation 
of life and property values. 


The function of insurance men def- 
initely falls in the category of serving 
in the interest of protecting and preserv- 
ing life and property values. Everyone 
of us is actively concerned with the 
question, “How can I best serve my 
country in the war effort.” Every man 
between the ages of 18 and 65 has 
registered under the selective service 
act. Many have been called—others 
will be. Millions of men are engaged 
in defense work. More will be so occu- 
pied. We all recognize that this war 
must be won by the United Nations. We 
are willing to pay the price and make 
the sacrifices which are necessary; but 
men and women are needed in civilian 
pursuits, too, in order to assure our 
social and economic existence remain- 
ing on as even a keel as possible. Those 
of us who are not needed otherwise, 
should rejoice in the fact that as in- 
surance salesmen we have one of the 
greatest of all civilian opportunities to 
serve our country. 

In our daily work of spreading a 
greater blanket of protection, we strike 
worthwhile blows at inflation, we help 
to finance the war and we strengthen 
the moral and economic structure of the 
nation, 

Qualified insurance agents are good 
“morale builders.” By contributing to 
the welfare of the individual, the morale 
of the individual is strengthened. Good 
morale on the home front is imperative 
to the winning of the war as quickly as 
possible. 

Good morale is not present with the 
man who lies awake at night worrying 
what will happen if a judgment is ren- 
dered against him as a result of an acci- 
dent with his automobile. Worry causes 
bad morale. Bad morale is a direct 
means of helping the enemy. 

The sale of increased amounts of auto- 
mobile insurance during 1943, is an ex- 
ceedingly positive method by which 
you and I, as individuals, can build good 
morale and thereby make an increased 
contribution in behalf of our national 
struggle. 

The national income this year will 
very likely reach the staggering sum 


of $120,000,000,000.00. Priorities and 
rationing have removed and curtailed 
many outlets for this income. True, 


taxes have increased and new demands 
created, yet after the payment of taxes 
and investment of 10% of our income in 
bonds, it rather appears as though we 
were going to have 15 billion dollars or 
possibly 20 billions left over after buy- 
ing all of the available goods on the 
retailers shelves. 

Our competition of the past in the 
form of new automobiles, radios, new 
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homes and expensive pleasure trips have 
disappeared. Today, as never before, 
the average man has a larger income 
and a decreased demand for that income. 


It is said that there will be 10 billion 
dollars less goods on retailers shelves 
this year than last—the elimination of 
things to buy removes competition for 
the prospect’s dollar and makes avail- 
able an increased opportunity for the 


sale of insurance. 


Fundamentals Never Change 


Even though people have more money 
today to spend and less places to spend 
it, even though war has intensified the 
need of automobile insurance protection, 
human nature has not changed. People 
are not jamming offices and demanding 
more insurance. They must be sold 
today the same as yesterday. War 
brings changing conditions, but funda- 
mentals never change. 

In order to spread a greater blanket 
of protection, the agent today must th« 
same as before the war follow the 
technique of salesmanship — he must 
prospect, make the approach, tell his sell- 
ing story, answer objections and moti- 
vate for a close. Otherwise his volume 
of sales will be far from satisfactory. 


Mastering One’s Mental Attitude 


insurance companies are 
losing more business today for lack 
of solicitation than all other reasons. 
The biggest job an agent has today is 
to master his own mental attitude. 

The job which an agent has to per- 
form today is of greater importance 
than it was prior to Pearl Harbor. A 
man’s attitude, more than his inherent 
ability, determines the results to be 
achieved in any line of endeavor. On 
every hand can be found an example 
of a man supported by a positive and 
dominant attitude, by enthusiasm, con- 
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carry property damage insur- 


“Do you 
ance?” 
“Yes, sir! . 


fidence and courage surpassing one of 
far greater ability but who possesses an 
indifferent attitude. 

The results which an agent achieves 
in 1943 will be influenced largely by his 
own point of view. First, toward sell- 
ing new business as his big responsi- 
bility; second, toward the protection and 
service he has to offer. 


Will Be Steady Flow 


“Business as usual” is out during the 
duration but this phrase does not mean 
“no business during the duration.” The 
agent whose attitude toward producing 
new business is that “there’s no use for 
the duration” will secure mediocre re- 
sults, if any, even though he goes 
through the motions of prospecting and 
completing the technique of salesman- 
ship. 

The agent who knows that business 





must be sold and realizes that it can be, 
is convinced that there can be and will 
be a steady flow of applications to the 
home office—is the man who has a posi- 
tive and dominant attitude, which guar- 
antees that he will get his share of the 
new automobile insurance sales of the 
company. 


Selling Insurance Is American Way 


America today is engaged in a life 
and death struggle to defend and pre- 
serve the American way of life. Our 
boys are fighting on nine battle fronts 
of the world. We are conducting a 
global war. When victory comes, and it 
surely will, these millions of fighting 
men will return to engage in peaceful 
pursuits. While they are away, it is 
our responsibility to maintain, insofar as 
possible, the social and economic stab- 
ility of our home front. 

Freedom in our land, springing from 
cooperation, has resulted in the devel- 
opment of our present economic system. 
Even though the United States em- 
braces only a small proportion of the 
earth’s surface and its people a small 
percentage of the world’s total, our 
economic system has resulted in a social 
structure which is the envy of our 
enemies and the cherished dream of lib- 
erty loving people everywhere. 


Integral Part of Economic System 


An integral part of our economic sys- 
tem is the insurance business. If it 
were possible with one stroke to wipe 
out insurance, our economic structure 
would collapse, ultimate victory would 
be greatly delayed, if not transferred 
to the side of the enemy, and the Amer- 
ican way of life would be extinct. 

The institution of insurance has made 
a worthy contribution to the American 
way of life during the past 100 years. 
It has sponsored and promoted coopera- 





No time to Sell Auto 
Business Short 


“This is no time to sell the 
automobile insurance business 
short,” Otto Patterson, executive 
vice-president American Automo- 
bile, points out. “It is holding up 
beautifully under the impact of 
war time conditions and once 
peace returns, new automobiles 
again are manufactured and nor- 
mal driving conditions are re- 
stored, the automobile section 
will be, I think, the most dynamic 
part of the insurance business. 
The people of the United States 
are going to be more automobile 
minded than ever and I have an 
idea that they will go out with a 
vengeance in order to make up the 
driving time lost under war time 
restrictions.” 





American Way—to the end 
that freedom from fear, and freedom 
from want have become a reality for 
millions of families. We cannot abandon 

‘cooperation” now and still keep faith 
with these people and their rich heritage 
of the past. 

The moment men decide that auto- 
mobile insurance cannot be sold through 
personal solicitation, endorsement will 
be given to compulsory distribution- 
the old world way. Men have bought 
automobile insurance in the past be- 
cause they were asked to buy and they 
possessed the freedom of choice. They 
will buy automobile insurance protec- 
tion in 1943 providing we discharge our 
responsibility in accordance with the 
apereaniia which is ours. 
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“Don’t stop, son—Oh, what a dope I am! A $5,000 verdict against me, and with 
liability insurance as low in cost as it is these —_— 


Leaders Take Penstinal View 


(CONTINUED FROM PAGE 3) 





and local banks, all want a pole posi- 


tion 


often make. We don’t always give the 


prospect a chance to purchase our in the race for volume business. 
wares. The public isn’t be-damned in this in- 
“Automobile rates are lower than stance, but on the contrary, is fawned 


upon in relation to this subject to a 
degree not found in any other line, but 
generally speaking the public hasn’t got 
what it wants, nor what it may be said 
need. 


ever before and there is no excuse for 
anybody's not being able to buy the 
best possible form of protection 
through agents representing reputable 
stock companies. You can’t write this t© 
business by sitting in your office day- . 
dreaming or standing on a corner talk- Effect of Laziness 

“Agents cannot blame the small re- 


ing about last week-end’s golf score, or 
stopping by a pin-ball machine on the tyrp generally obtained from the direct 
sale to individual customers of the re- 


way out from lunch for an hour or two. 
You must expose yourself to the busi- quired minimum essential coverages of 





ness, at least. Gee, when I think of the automobile owner, basically to any- 
what I had to do years ago to write thing else but just plain laziness, in 
a little automobile business—the miles jarge measure. If they face the fact that 
I had to walk, the turndowns I would only one car in three is insured. If we 
get—and how easy it is today to write mean liability and property damage au- 


business! T’ain’t the cut-rate compe- 
tition that is beating a lot of agents. 
It’s their own consarned laziness.” 


tomobile insurance, as the minimum es- 
sential coverage, of course, the fact is 
that the time to effect such coverages is 
before the starter button is pushed, and 
not afterwards, both in the interest of 
the automobile buyer, the vendor or 
finance company, as well as the insur- 
ance agent and the insurance company, 
and above all, Mr. John Q. Public. 





E. B. BERKELEY 





E. B. Berkeley is head of the Cleve- “Companies cannot stand smilingly by 
land Insurance Agency of Cleveland — : : sty 3 
and say we are of course ready to serve 
and is president of : : 
hi you through either our front or back 
the Ohio Associa- doors, if you will only get in touch with 
tion of Insurance a -digaty ys °_ 
‘ : our agent—if they make no provisions 
Agents. He is a k : ‘“. : 
.. =e worthy of the name of “convenient 
live man in the lo- % : 
e Buark 2 terms” as great as those provided by 
cal business. His the manufacturer throug h wholly owned 
comment on auto- » rota tld “Misa: does 


finance companies, or equally conveni- 


mobile insurance is 
: ently by the dealer who has made a deal 


illuminating. He 





thinks that agents, with his local. bank, or independent 
companies and all finance companies. 

interested in the Should Work in Unison 

business may find 

that some self-ex- “Forget regulations now in force, dur- 
amination would ing the war period, for the day this war 
be helpful. Contin- E. B. Berkeley is over plans will be afoot to stop the 
uing his observa- regimentations adopted for the war 
tions, Mr. Berkeley says: “Agents par- emergency. Under the present outlook, 
ticularly are prone to blame their however, we would be back just where 
troubles on somebody else. Companies we were before the war began, and 


are quite sheeplike in their approach to 
solutions of difficulties encountered 
through affiliation of company organi- 
zations, and the automobile dealers, 
manufacturers and finance companies 


that’s not too pleasant a picture, if we 
look at it somewhat dispassionately. 
Complete, logical action in this solution 
would be almost too much to expect if 
we consider the diversity of interests 


ligent self-interest by the suggested plan 
of active non-belligerency turning into 
active mutual cooperation, than by any 
other plan, in my opinion, and now is 
the time to start. 


Suggestions Are Made 


“The future is going to be disturbed 
—whether we like it or not, but it can 
be a glorious adventure in common sense 
if we want to make it so, and I know 
of no better place to start than in the 
automobile insurance field. The first 
premise should be not to leave some 
factor out of the picture—such, for in- 
stance, as the automobile clubs—which 
try to represent the motorist’s interest. 
The next would be to have a mutual 
willingness to make some individual sac- 
rifices. The rest would be comparatively 
easy, for the adoption of these two 
planks would do much to remove suspic- 
ion. Another plank could be to eliminate 
at once all thought of seeking govern- 
mental aid—for if the interests could 
not do it themselves, it is a cinch no 
legislation would help.” 





A. J. PETERS 





does 
His obser- 


A. J. Peters of Issaquah, Wash., 
a substantial rural business. 
vations are: 

“I have always felt that the more I 
could get people to come into my office, 
the less I would have to go out. So 
some years back I started working on 
whatever scheme I could to have the 
people of my area call in. I worked up 
a service of obtaining auto license for 
car owners. Now my office is definitely 
the main place to get new licenses each 
year, transfers of title and re-issues of 
titles. I went out of my way to learn 
the laws and procedure so every such 
transaction is done as correctly as pos- 
sible with the least amount of bother 
to the car owner. In other words I made 
a real service out of it charging a small 
fee to cover costs. 

“In our state, trucks hauling for oth- 
ers must take out a common carrier 
permit from the state. I posted myself 
on the rules and regulations regarding 
these permits and soon became known 
as the man to see about them. At all 
times I co-operated with the state offic- 
ials in charge. Incidentally these permits 
require that liability insurance be filed 
with the state. 

“Driver’s licenses are renewed in our 
state every two years. At first it was 
hard to convince the state officials that 
it was a great convenience to the public 
as well as the officials themselves, to 
let my office write these renewals. But 


for the past two periods they were 
happy to have us do it. 
“Income tax is something that is 


reaching down to include almost every- 
one, a big majority of whom are mysti- 
fied and confused. For many years back 
I have offered the service of making out 
these returns, collecting the money and 
remitting it to the proper office for the 
taxpayer. For this work, I have to take 
considerable time and study so I can 


or $50 with a comparably small 
amount of servicing time, the 
time making the initial sale is 
well spent. 





properly advise. This present year this 
service seemed to be appreciated more 
than ever, and althougn my charges 
were reasonable, I was well paid for 
the time and trouble, and won many 
new friends. Besides these services, I 
cater to general notary public work and 
find that I do many intimate and friend- 
ly serivices, all of which lead to dis- 
cussions of insurance. 

“Do not misunderstand me and get the 
idea that I do these many things for 
nothing or at an expense to me. On the 
contrary these fees take care ot most 
of the entire overhead expense of my 
office. But the big value of it all is the 
continuous flow of contacts right in my 
cwn office throughout the year. I do 
find I can use the telephone and post 
office more than I realized. I believe 
auto claim ratio in my territory is 
definitely declining.” 





W. OWEN WILSON 





W. Owen Wilson of Richmond, Va., 
head of the Davenport Insurance Cor- 
poration and former president National 
Association of Insurance Agents, says: 

“My office has never had a large auto- 
mobile business. We never have been 


willing to go strongly after the finance 





W. OWEN WILSON 
accounts, even the local ones, because ot! 
the keen competition and the unsatis- 
factory conditions which surround this 
class of business. We do have a nice 
volume of business for private owners 
of the better type and there has been 
little change in this field. 

“The Corporation Commission, under 
authority granted it, has examined the 
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record each year and as result our rates 
and premiums have been constantly go- 
ing downward. Until very recently we 
operated this class on a 20% basis which 
was, I believe, the lowest commission 
basis in the United States. This situation 
became so acute as result of present day 
conditions that that commission has 
been restored to the nation-wide aver- 
age. 

Must Reduce Speed Limits 

“Insurance on automobiles does con- 
stitute a huge volume and unquestion- 
ably this business will come back in in- 
creasing volume and certainly should be 
most profitable for a few years as the 
entire country will perhaps be riding in 
new cars and on new tires, and I hope 
on a reduced speed basis. In the light 
of the reduction in accident frequency, 
it is inconceivable that we should ever 
again permit speed limits which existed 
prior to the war. It seems to me that 
the biggest thing which has come out 
of this experience is knowledge that 
accidents and a high death rate go hand 
in hand with high speed. 

“Even though Richmond is not a war 
boom city, our business has grown by 
leaps and bounds and we have satisfac- 
tion in the thought that we are helping 
to finance the war to an extent that I 
never dreamed a few years ago that this 
little agency might attain.” 


ee 





LLOYD POLLARD 


Lloyd Pollard of the Armstrong 
Agency of Shelbyville, Ky., states that 
his experience in the farm automobile 
and truck business which his office 
writes in considerable amounts is that 
the companies have sadly neglected 
profitable, and what might be termed 
“cream business.” He attributes it to 
the rate making department. As a con- 
sequence, he says, the companies have 
left the gate wide open for farm co- 
operatives, a great many of the states 
already having formed automobile 
companies built on this plan. Those 
that do not have them are fast falling 
in line. Furthermore, he says: 

“The companies have come around 
pretty well in the past several months 
in their property damage and liability 
rates, which has been helpful, but there 
is still room for more consideration in 
these rates, especially as to the farm- 
ers’ trucks. The great obstacle we are 
running into at this time in competi- 
tion is the fact that our comprehensive 
and collision rates seem to be out of 
line, principally the collision. This ap- 
plies to both trucks and automobiles. 
However on passenger cars the colli- 
sion rates are the principal bone of 
contention, and on trucks both colli- 
sion and fire rates. The recommenda- 





tion submitted to the National Bureau 
of Casualty & Surety Underwriters by 
the rural agents division of the Na- 
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tional Association of Insurance Agents, 
if adopted, would be of considerable 
help along these lines. 

“Insofar as solicitation of automobile 
insurance is concerned we find that 
many of our prospects we already have 
on our books. Therefore when talking 
with an assured, especially during 
times like these, we endeavor to go over 
his entire insurance program. We of 
course use the telephone to a greater 
advantage now than ever before and 
are getting a much better reception to 
telephone sales. We also use direct 
mail. Our loss ratio has declined con- 
siderably in the last 18 months, and on 
ali forms of automobile claims. 

“We do feel that automobile insur- 
ance is needed as much today as it 
ever was, especially bodily injury and 
property damage liability, as farmers, 
like many others, are making more 
money than they have in many years 
and the public knows this. Conse- 
quently they are more subject to claims 
being presented against them.” 





N. A. CHRISMAN 


N. A. Chrisman of Pikeville, Ky., 
head of the Chrisman agency, lives in 
the mountains of eastern Kentucky 
where the principal industries are coal 
mining and natural gas industries. A 
very small percentage of the rural people 
and coal miners carry any insurance 
except when they buy a car under a 
finance contract. Then they have to 
carry fire, theft and deductible form 
of collision until the car is paid for. 
Mr. Chrisman says in telling about con- 
ditions in his section: 

“A large percent of the officials 
around the coal mines and the officials 
of the gas companies carry all kinds 
of automobile insurance and will con- 
tinue to do so. 

“I have had a small increase in my 
automobile business during 1942, and I 
think the other two agencies in town 
have also had an increase. People who 
have never carried insurance before real- 
ize that it is impossible to get a new car 
and are wanting some protection on the 
ones they have. I would say that it is 
a little easier to sell comprehensive cov- 
erage and deductible collision now than 
it has been, but not so easy to sell lia- 
bility insurance because the owners feel 
that they will not drive as much and 
not so fast, therefore, they do not see 
as much danger of an accident. I would 
say that the gas rationing has affected 
the liability coverage to some extent. 

“All agencies have received ‘B’ cards 
and are, therefore, able to use our auto- 
mobiles to a great extent in soliciting 
business but confined to a smaller area. 
We are not bothered with competition 
from mutuals and only one non-bureau 
company which has a lower than manual 
rate. 

“My agency in the solicitation of auto- 





mobile business is pointing out two 
facts, that in slower driving one is apt 
te be more careless and not as alert 
as he would be if driving faster, there- 
fore, the chance of an accident is great- 
er, the other that it is impossible to get 
a new car and if something should hap- 
pen to the car which one has by hav- 
ing comprehensive and deductible col- 
lision he would be protected to the 
extent of the cost of repairs or receive 
the actual cash value in the case of 
a total loss.” 





C. A. ABRAHAMSON 





C. A. Abrahamson of Omaha, presi- 
dent Omaha Insurance Agency, Inc.; 
past president National Association of 
Casualty and Surety Agents and presi- 
dent Insurance Federation of Nebraska 
in his comment says: 

“For some years past, it. has been 
conceded that fire insurance was at 
something of a saturation point. One 
hundred odd years had brought about a 
condition in which the insurance buying 
public had come to look on fire insur- 
ance as a necessity. The generally ac- 
cepted statement is that somewhere be- 
tween 80% and 95% of insurable values 
are covered by fire insurance. High and 
low, rich and poor buy fire insurance 
to protect themselves against loss from 
that hazard and there is little sales 
resistance; it is merely a question of 
from whom they will buy. 

“Automobile liability insurance has 
been another story. Previous to the 
war the most frequently quoted figure 
as to insured risks was 30%, and this 
figure was achieved only after fierce 
competition between various types of 
carriers and an almost universal sales 
effort on the part of producers. 


What Comprised Insured Class? 


“What comprised the 30% of insured 
vehicles? Fleets of commercial cars; in 
fact, commercial cars generally are in- 
sured, so that the percentage of this 
class will likely reach 75% or 80% (and 
this is only a guess). The remainder of 
the 30% would be individually owned, 
private passenger cars. Of this last class, 
those insured would of course be the 
wealthy, with full appreciation of their 
vulnerability. It would likewise comprise 
business men whose business judgment 
told them that liability insurance was a 
necessity, regardless of cost. It would 
also include workers and home owners 
who had accumulated a ‘stake’ and who 
realized that an accident could take their 
life savings. It must not be overlooked 
that this 30% also included a goodly 
number of incompetent drivers who car- 
ried insurance because of their very 
incompetence, This last group was of 
course responsible, to a degree at least, 
for the rates; and the situation could 
hardly better itself as long as the pro- 
ducers were unable to raise the ratio of 
insured to uninsured over the 30% 
above mentioned. 

“General economic conditions had not 
been good for a period of 10 years or 
more. During that entire period we ha 
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Cc. A. ABRAHAMSON 


national unemployment ranging from 
5,000,000 to 12,000,000. Even now we are 
only a year removed from WPA. We 
must remember that the automobile had 
come to be regarded as a necessity; and 
millious of cars, from the $25 ‘jalopy’ to 
the $300 used car, were in the hands of 
and being driven by an army of unem- 
ployed and by people in the lower wage 
brackets. 

“Up to 18 months ago, 80% of cars 
sold were sold on a time payment plan. 
There are thousands of instances where 
a car owner, over a 10 year period, was 
never out of debt to a finance company. 
The finance companies themselves were 
engaged in a highly competitive busi- 
ness. While most of them would wel- 
come, and in some cases suggest, the 
purchase of automobile liability insur- 
ance, because it would strengthen their 
collateral, they were likewise in no po- 
sition to require it, and were content 
to consider the car itself as their real 
collateral. It would be a guess at best 
to determine just what percentage of fi 
nanced cars carried liability insurance, 
but it is safe to say the percentage was 
not very large. In all too many instances 
the creditor found that it was hard 
enough to keep up his payments, much 
less buy liability insurance. Further, he 
was a ‘careful’ driver, and still further 
there were thousands of instances where 
he was “judgment proof” and his only 
asset of consequence was his equity in 
the car. 


Changes in 18 Months 


“Let us review the changes which 
have taken place in the past 18 months 
or so. 

“1. There is little unemployment. As 
employment rose, the $25 ‘jalopies’ 
were converted into scrap and the form- 
er owners stepped up a notch and 
bought a better car. 

“2. The finance companies have large- 
ly been paid off, and millions have sud- 
denly found themselves owning a car for 


the first time in their lives, while the 


not be driving his car 
ring wartime but he has 
mes more savings 
~<#12 times more 
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cars have taken on a new meaning as a 
tangible asset instead of merely a means 
of transportation for which you paid a 
finance company a set sum per month. 

“3. Some states, such as New Hamp- 
shire, New York and Indiana have 
passed real financial responsibility laws, 
while some other states have put, or 
are putting teeth into their financial re- 
sponsibility laws. 

“4. The National Safety Council, and 
some individual companies (notably the 
Liberty Mutual) have carried on most 
aggressive safety campaigns, which have 
undoubtedly had some effect on driving 
habits and public consciousness. 

“5. War-time restrictions through ra- 
tioning of use of our cars has of course 
had the most profound effect on losses, 
particularly the personal injury portion 
of the premium. 


Answer Was Rate Reduction 


“There was only one answer 
this: A drastic reduction in rates. 

“Generally speaking, an insurance pro- 
ducer has little complaint about rate re- 
ductions, mostly on the theory that sales 
resistance is lowered; but I have heard 
a few ‘squeals’ from’ producers on the 
recent reductions in automobile liability 
rates. 

“It is true that the producer must sell 
three policies in 1943 against two in 1942 
to receive the same compensation; but 
it is my opinion that this is healthy 
rather than otherwise. The fact must not 
be forgotten that because of the lower 
rates it only takes half the time to sell. 
Further, the prospect has money in his 
pocket. The margin between earnings 
and consumer goods availability has be- 
come staggering in its width. 

“It is an opportunity and a challenge 
to the producer. Any insurance salesman 
will concede that once a purchaser ‘gets 
the habit’ on a given line of insurance, 
he is not prone to drop it at expiration. 
, then, the producers will reach into 
the hitherto uninsured field and raise 
the 30% to 50% or 60%, we will have 
furthered the cause of ‘Insurance is a 
Necessity’ by just that much. Aiso, it 
must be remembered that the majority 
of drivers are good drivers and have 
no accidents, so that from the standpoint 
of loss ratios, if a sufficiently large 
number of hitherto uninsured are 
brought into the fold, the greater spread 
will produce a better ratio and enable 
the rates to remain at a low enough 
level to induce renewal and develop ‘the 
habit’.” 
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ED. H. MOORE 





Ed. H. Moore of Birmingham, 
dent Alabama Association of 
Agents, makes the following 
tions: 

“Gasoline 


presi- 
Insurance 
observa- 
rubber 


rationing and the 


shortage have greatly curtailed the op- 
eration of automobiles, and for a good 
signal 


many motorists this has been a 
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“Funny thing, son, substitute ‘auto liability insurance commission’ for ‘apple’ in 
your problem and you get a good picture of the problem in my business.” 








to eliminate bodily injury, property dam- 
age and collision insurance on their cars, 
This situation presents a real challenge 
to the local agent, and he must call 
torth all of his persuasive powers if he 
is to keep this business on his books. 

“One of the best arguments, of course, 
is to impress upon the assured that, in 
spite of reduced driving, it only takes 
one mistake to cause an awful lot of 
trouble. In a good many instances, also, 
the assured’s income has increased con- 
siderably during the past year, he has 
more at stake financially than was the 
case a few years ago, and, therefore, his 
need for liability insurance is much 
greater than it was before. 


Argument for Collision Cover 


“One effective argument we have used 
for the sale of collision insurance is that 
if an automobile is smashed up in a 
wreck today, it must be repaired as it 
cannot be traded in on a new car as 
was the case before the war, unless the 
owner is fortunate enough to have a 
very high priority rating. This argument 
has impressed on some car owners the 
value of their automobiles in these war 
days, and has led to a desire to protect 
that value. 

“The considerably reduced rates for 
bodily injury and property damage lia- 
bility as a result of gasoline rationing 
have brought such insurance within the 
range of many car owners w ho have all 
along been self-insurers. The opportu- 
nity is present for the local agent to off- 
set his declining volume by getting 
many new automobile policyholders on 


his books. The reduced premium cost 
has, of course, aided materially in hold- 
ing the business of those who are 


tempted to drop their insurance because 
of reduced driving. We as local agents 
must exert every effort to maintain ac- 
tive contact with the automobile situ- 
ation in order to take full advantage of 
the boom which will surely come when 
the present war comes to a close.” 





Auto Business Withstands 
Shock of War 


(CONTINUED FROM PAGE 2) 
trucking risks in need of real insurance 
service. 


Hard to Sweeten Line 


Seemingly there is no brand of insur- 
ance soda that will sweeten a line which 
has gone sour. Every underwriter is 
forced to decline risks which have gone 
sour from several causes, chief among 
which is an all too common fallacy that 
there is no bottom to rates, and no law 
of averages in insurance rates. 

A frequently used household remedy 
for the sour risk is a bottle of high de- 
ductible, under which the insured pays a 
low insurance cost, and the company 
receives an inadequate premium for the 
actual hazard. The agent likewise takes 
a lower income and the insured fre- 
quently ends up with a higher net loss 
under his high deductible than he would 
have paid for adequate insurance, with 
a deductible in keeping with his invest- 
ment per unit and the probable collision 
exposure hazard. 


Fleet Rating Viewed 


The average underwriter also knows 
of a half dozen or more good fleet lines 
where the owner carries his own colli- 
sion because the combined factors of his 
operations have yet to be reflected in a 
fair and adequate rate for both the in- 
sured und the company. There is rea 
sonable evidence to support the belief 
that some rating methods, already tested 
favorably in the insurance business, 
could be applied profitably to many fleet 
risks. 

The operations of some desirable 
fleets appear to need a guaranteed max- 
imum insurance cost for the owner, and 
the company must have a defensible 
minimum premium income. These max- 
imum and minimum premiums can be 
leavened with a current earned loss ra- 
tio. It does appear that a proper soda 
to sweeten the sour risk is not entirely 
impossible. 

What about the car of tomorrow—will 
it be present models revamped slightly, 
or something entirely new? Having 
earned my first dollar walking seven 


miles a day, or a total of 210 miles in a 
month, taking a cow to and from pas- 
ture, I am inclined to be conservative, 
but since “A cat can look at a king,” 
perhaps my predictions of things to come 
are as good as those of another. 

The automobile of tomorrow ulti- 
mately will get around to a more prac- 
ticable and a more serviceable model. It 
should cost less and have more, be 
cheaper to operate, less expensive to re- 
pair, and thus less costly to insure. 
Streamlining should increase within rea- 
son, and the driver may sit so close be- 
hind his plastic windshield that if he 
continues to take curves on two wheels, 
it may be necessary to pick more than 
the steering wheel out of his lap before 
he will be presentable to his friends. 


Will Want New Cars 


It is only natural that the automobile 
buying public will want new cars as 
seon as possible after the duration. Cars 
therefore will change, but not too radi- 
cally, because we will be a sobered and 
more conservative people when this is 
all over—a little less inclined, I think, to 
undervalue the price paid for our way 
of life, including our new automobiles. 

Into this picture it might be well to 
suggest that financing the automobile 
of tomorrow will differ from the financ- 
ing pattern of yesterday. Before Pearl 
Harbor the finance pattern had just be- 
gun to include life insurance and acci- 
dent insurance protecting the unpaid 
balance in case of death or injury of the 
purchaser. To this was being added a 


delightful bit of service to a purchaser. 


of good credit standing, who, finding 
himself away from home and low in 
funds, could secure an additional loan 
by telegraph. 

These things, and more, probably will 
be included in the oncoming finance 
plan, with all indicaticns of a complete 
coverage policy, having only two groups 
of coverages—all comprehensive physi- 
cal damage coverage in one, and all 
third party coverages in the other. The 
possibilities of this picture offer a many 
colored speculation of tomorrow’s auto- 
mobile insurance and financing set-up. 

But enough of fore-guessing, and like- 
wise enough of yesterday, whose record 
cannot be rewritten. The world has 
long needed only today to write that 
wonderful rhythm of time we call history. 
So long as the automobile remains to 
much a part of our very existence, being 
the dining room, living room, parlor, 
and sometimes bedroom, in which we 
live, move and have our being, automo- 
bile insurance premiums will continue to 
run like a multi-colored thread through 
the woof of the insurance income of 
both agents and companies. 

The man who wanted to “make two 
blades of grass grow where only one 
grew before,’ was not an idle dreamer, 
and he who would walk in the greener 
pastures of the automobile insurance 
business must plant a Victory garden of 
broader service to the man who pays 
the premium. 











Now Is Time to Develop 
Buying Habit 


Developing a buying habit is an 
important factor in selling any- 
thing and especially insurance. 
When a customer makes a new 
expenditure it takes more effort to 
get him to do so. But when he 
is buying something for which he 
is used to paying, there is much 
less resistance. With automobile 
rates at a low point, now is the 
time to develop buying habits. 
Many motorists who have never 
felt they could afford insurance 
now have ready cash. After the 
war they may not have as much 
income but there is a certain su- 
perstition about buying insurance, 
many persons feeling that if they 
drop a policy they have been 
cafrying for several years it will 
be just their luck to have an acci- 
dent and not be covered. 
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Lond. & Lanc. 512,632 245,580 48.0 —83,605 596,237 293190 49.1 435/512 | Sun Und, .... 110,031 56,708 61.5 —6,197 115,228 61,709 53.5 —4,372 
L. & L. & G. 947,741 454,861 48.0 -246,107 1,193,848 546,811 45.8 | +167,143 | Swiss Reins... —— ae 41.9 +50 ny — 29,908 69.4 + 10.904 
ond. & Prov. 38,928 25,837 66.1 —22,821 61,749 25,60 AY 556 | Switz. Genl... ded 18 19.7 + £36 1,285 «++ sevens 
, Lond. & Scot. 39,866 434,448 1085.0 ~76,142 116,008 oa:se2 rae Thames & Mer. 54,677 20,457 38.0 + 20,755 re me 
Lumber., Pa.. 206,691 4,984 2 —534 3 6479 Transcont. ... 111,125 77,253 69.5 —55,072 166,197 86,539 62.0 + 26,018 
. Y 314,984 152.5 534,076 740,767 434,838 + 64,793 
Manhattan ... 235,571 133,385 57.0 —44,670 280,241 138,248 3 481.252 | Transportation 263,965 94,792 36.0 — 2,264 266,229 112,453 42.2 + 109,226 
Mfrs., Pa. ... 125,228 45,807 36.8 —67,462 192,685 71,952 37.2 425,565 | Travelers Fire. 4,895,162 1,643,712 33.5 —219,998 5,115,160 1,834,317 35.8 = + 978,407 
Marine, Eng.. 332,128 181,369 54.9 -141,918 474,046 206,964 ’ 43.6 + 62,768 Twin City ... 10,778 5,693 63.5 —4,141 14,919 7,826 2.4 +520 
Maryland ... 77,791 38,538 49.5 — 3,106 80,897 55,350 4 Union, Canton. 8,392 5,745 68.5 + 2,530 5,862 7 13.6 +1,120 
Mass. F. & M. 34,0386 15,504 45.9 —5,810 39,846 17,838 44.7 Union & Phenix 31,124 22,189 70.7 +71 31,053 14,564 46.9 + 10,700 
Mech. & Trade 240,772 167,381 69.5 119,322 360,094 187,501 52.0 Union, Eng... 161,600 105,204 65.2 —70,360 231,960 118,755 61.1 + 49,073 
Mercan., N. Y. 268,578 122,473 45.5 -66,002 334,580 146,114 43.6 Un. Mar.&Gen. 58,543 27,887 48.7 —9,896 68,439 36,347 63.1 + 8,852 
Merc. & Mfrs. 126,993 78,241 62.0 56,895 183,888 84.596 46.0 ee -<¢ acoaes teeta ier et 37,332 16,868 45.1 ~56,557 
Merch., Colo.. 241,673 150,199 62.5 -75,192 316,865 202,933 0 Unit. Firemen's 146,359 69,719 47.5 24,738 A 4 85,866 560.1 + 22,129 
Merch., Ind... 2,127 1,010 47.5 —653 2,780 849 5 U. S. Fire.... 556,041 345,536 61.7 —384,101 940,142 492,547 62.3 + 2,167 
Merch., N. Y. 617,657 289,540 46.9 -108,557 726,214 310,099 42.7 Universal, N. J. 942,414 791,171 84.3 —1,262,027 2,194,481 1,004,218 45.7 +4 434,280 
Mercury ..... 454,774 224,407 49.2 —92,100 546,874 230,447 a Urbaine ...-+ sees, waa aes +e 5,260 789 15.0 —6,384 
Metro. F. Re. —13,611 40,413... ~147,742 134,131 227,367 9.5 Utah Home .. 71,515 43,443 60.5 149,287 111,706 74.8 + 28,675 
Mich. F. & M. 223,984 137,521 61.9 —74,702 298,636 143,328 47.9 Vigilant ..... 355,860 84,673 23.9 85,200 Se. wanes 
Mid-Am.,Mich. Reinsured in Mid-States  ...... 338,033 85,582 25.3 va. F, & M 17,279 16,407 95.1 24,051 12,434 51.6 + 6,928 
Mid-States, Ill. 438,752 170,241 39.0 + 266,928 171,824 36,062 .0 Wash. F. & M. 348,842 134,785 38.3 308,819 120,283 38.9 + 180,081 
Midwest F.&M. 33,567 64,277 191.5 —143,426 176,993 65,788 S| + 29,528 | Wash. Assur.. 147,082 62,065 42.3 138,686 53,295 38.4 + 48,021 
Mill. Nat., Ill. 454,041 301,067 66.5 ~294,306 748,347 365,172 48.7 +142,74¢ | Wm. Penn F. 9,457 —SD srs cooses _ seeaey nse 3 | heal 
Milwaukee M. 1,173,223 602,700 51.5 —59,517 1,232,740 577,231 8 +265,177 | Westchester . 968,582 533,084 566.7 1,191,113 526,088 44.1 + 284,602 
Monarch ... 256,655 135,737 52.5 —66,093 322,748 190,091 .8 —60,876 | Western, Can. 66,746 56,176 84.2 123,772 64,789 52.3 + 6,411 
Mot. Ins. Corp. 1,174,181 1,107,546 99.0 -274,762 1,448,943 2,930,307 2 —8,492.150 | Western, Kan. 582,971 234,048 40.3 562,523 274,932 48.8 —23,791 
Mount Beacon 19,476 126,596 650.0 -393,726 413,202 198,290 47.9 98.510 | World F. & M. 333,885 247,308 74.9 — 514,149 308,516 60.0 + 36,143 
Nat. Am., Neb, 312,303 197,555 63.1 -122,717 435,020 244,748 56.2 +52.492 | Yorkshire .... 194,642 129,189 66.6 —114,102 308,744 128,019 41.4 + 62,779 
Nat. Ben Fr.. 482,240 222,048 51.4 ~21,927 454,167 212,664 46.8 +97,697 | Zurich ....... 596,758 254,961 43.5 —85,531 682,289 342,474 50.1 + 62,896 
Nat'l: Capital. 21,130 69,323 327.5 292,720 313,859 97,864 31.1 + 20,407 = — = —_——. — ——_  — —- 
Nat. F. & M. 39,068 128,279 325.5 ~279,083 318,151 197,227 61.9  +100,654 oan on 92.00 77 39 983.584 277 ; 5543 50 369.515 
Nati., Colo. .. 84,804 68,128 75.0 91,198 175,502 78,783 44.8 +52,983 Dotah .-.MAMUAES FAG SOG AES. 15.0--208, 2008S Se ee ee eee 
Nat., Htfd. .. 3,241,156 2,253,205 70.0 1,606,259 4,847,415 2,524,048 652.0 + 729,688 tFormerly Union, France. 
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4 Great American Group 


Insurance Companies 


Member Companies— Providing 
practically every form of insurance except life 


Great American 
Great American Indemnity 
American Alliance 
American National 
County Fire 
Detroit Fire & Marine 
Massachusetts Fire & Marine 

North Carolina Home 

Rochester-American 


COMPLETE YOUR COVERAGE 




















Reproduced from the original drawing by Irwin Smith 


Group Action in the 
Service of All 


The early New England town meeting is a good example 
of how a group of Americans pooled their talents for the 
common benefit. Such group action was one of the earliest 
expressions of our democracy. 

The Great American Group of Insurance Companies 
similarly pools varied talents and wide experience to 
provide a comprehensive service to thousands of policy- 
holders. Today, war scarcity and difficulty of replacement 
have tremendously increased exposure to loss. As one 
example, the costs of home construction and furnishings 
have risen as much as 24% above the 1935-39 average. 

The Great American Group, through its representa- 
tives, urges all policyholders to re-examine their insurance 
in the light of these radically changed conditions. There 
are 16,000 such representatives—one or more of them 
conveniently near you—through whom you may benefit 
by Great American’s broad experience and service. Or, if 
you. prefer, this service is available through your broker. 


WITH WAR DAMAGE INSURANCE 
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